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VIRGIL RAGAR 


Mr. Ragar is our 
Associate in the 


city of Sedalia, Missouri. 


(Population 20,428 
according to 
Rand McNally.) 


Here is a record of 
his earnings for the 
past eight years. 
1942 .....$ 4,044.00 
1943 .... 5,689.00 
1944.... 6,328.00 
1945.... 9,180.41 
1946 .... 13,062.70 
1947 .... 13,539.76 
1948 .... 11,746.65 
1949 .... 13,230.82 


Total . . $76,821.34 


8 yr. average $ 9,602.66 
5 yr. average 12,152.06 
4 yr. average 12,894.98 


Che Friendly Franklin 
is the company for me... 


2-18-50 
Mr. J. A. Hands, Vice President 
The Franklin Life Insurance Company 
Springfield, Illinois 
Dear Jim: 

Eight years ago I came back to the Franklin fold. 
For a short time I had strayed. But quickly I came 
back, The Franklin “grass” was not only greener; it 
contained a lot more vitamins. The three exclusives, 
PPIP, GLA, JISP—and now our new Family Income 
Plans—not to mention Home Office cooperation, are 
unmatched. 

For three years I just eased along. Income: 1942, 
$4,044; 1943, $5,689; 1944, $6,328. Then something 
exploded. Ragar decided that Franklin ‘‘exclu- 
sives’’ were the things to present, and started 
presenting them. 

Result: For the past five years I’ve averaged 
$12,152.06; for the past four years nearly $13,000.00. 

That isn’t nearly as much as a. lot of my Franklin 
associates earn, not nearly as much as I could earn. 
And this year Ragar is going to place a lot of our 
contracts where they are needed. 

The Friendly Franklin is the company for me. I’m 
really grateful for the many wonderful advantages 
we Franklin representatives have. 


With kindest regards to all you fellows, 


Virgil Ragar 








The Friendly 
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CHAS. E. BECKER; PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 


One of the 15 Oldest Stock Legal Reserve Life Companies in America 
OVER $800,000,000 INSURANCE IN FORCE 
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PACIFIC NATIONAL LIFE 
ASSURANCE COMPANY 


HOME OFFICE - SALT LAKE CITY, UTAH 


Ray H. 
Presi 








The right KIND of policies, coupled with liberal com- 
missions, form a winning combination in the insurance 
field. Stability, constant growth and strong home 
office support round out the perfect formula for 
financial security. 


In its 22nd year, PACIFIC NATIONAL LIFE, one of 
America's fastest growing companies, has made rec- 
ord gains—over 70 million dollars of insurance in 
force at the close of 1949. 


Inquiries invited. 
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Since 190] 


dent Vice Pres. & Supt.of Agencies 


You will find many advantages for agency building in 
our new expansion program. 


Here Are Valuable Features For You 


Complete Protection means more sales. 
© Life — Accident — Sickness 
¢ Hospitalization — Polio 


New Finance Plan gives adequate monthly income to new 


agents—so they can work and not worry. 


vd Broadened Training Program for new agents, including two 


weeks home office school. 


Y New Direct Mail plan that really gets replies and sales, 


If You Are Disturbed About Your Future 
Our Builders of Men Plan Will Help You 


ASK US HOW 


GUARANTEE MUTUAL 


LIFE COMPANY 


Omaha, Nebraska 























RAYMOND F. LOW, President 


AMERICAN RESERVE LIFE 


isu rante Compa ny 
OMAHA 





LIFE — ACCIDENT — HEALTH — HOSPITALIZATION 
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Life Companies Show 
Increasing Interest 
in A. & H. Business 


Problems of Integrating 
Two Lines Reviewed at 
L.LA.M.A. Conference 


The rapidly expanding attention being 
given by life companies to A. & H. 
insurance was reflected in the attendance 
and interest manifested in the first 
A. & H. spring conference of Life 
Insurance Agency Management Assn. 
held at the Edgewater Beach Hotel, 
Chicago. 

Agency executives of more than 40 
A, & H. writing members of the asso- 
ciation were present at the opening ses- 
sion. ' 

There also was a_ noticeably large 
number of representatives of companies 
that have not yet entered A. & H. but 
which are cither planning to do so in 
the near future or are carefully studying 
the field before making a decision on 
entering this type of coverage. Included 
in this group were Mutual Life and 
New York Life. 

The separate meeting developed from 


the brief sessions which the A. & 
committee formerly sponsored on the 
final day of the association’s annual 


the fall. The entry of a 
great many members into the A. & H. 
field, plus the swift developments in 
this type of insurance, led the commit- 
tee to decide on separate yearly meet- 
ings in the future. 


Get the Facts, Anthony Urges 


Before a single decision is made, man- 
agement “should clearly understand 
what it wants and expects of its A. & H. 
department,’ Julian D. Anthony, presi- 
dent of Columbian National Life, em- 
phasized in his address at the opening 
session. He urged applying the first 
rule in investment management—get the 
facts—to over-all policy. He suggested 
that companies should want to go into 
\. & H., if they do not already have 
such departments, mainly for the sake 
of their agents—to enable them to sell 
all the kinds of personal insurance that 
they are apt to want to and still place 
it in their own company; to be able to 
attract new agents because of this all- 
round insurance coverage; to make it 
easier to develop new men by giving 
them the confidence which a sale gives 
them (and A. & H. sales are easier to 
make on first calls); and also to give 
a new man some immediate income 
while he is developing his life prospects 
which take longer in their cultivation. 

“When we are spending money on 


meeting in 


agency development,” he said, ‘we 
should consider that we are not just 


spending money, but that we are in- 
vesting money.” 

Anthony reiterated his belief that 
companies must invest in the A. & H. 
field. “The public more and more de- 
Sires the —— we sell under the 
heading of A. & H.,” he declared. “This 
is the field in which federal and state 
Proposals for coverage for all have been 
and are being made because we have 
not satished this need. The public is 
looking to us for this protection and 
we must perform. To do this, we must 
know where we are, where we are go- 


(CONTINUED ON PAGE 23) 


Companies Ask N.A.I.C. Life Committee 
to Help End Group Annuity Tax Burden 





NEW YORK — Life company pen- 
sion sales are greatly hampered by state 
taxes on group annuities, said Henry 
Beers, vice-president Aetna Life, at 
the meeting of the life committee of 
N.A He spoke on behalf of Life 
of America and Ameri- 
can Life Convention. These taxes are 
a grievous burden, he said. The situa- 
tion has become worse since the pen- 
sion boom started. Group annuities are 
in direct competition with funds admin- 
istered by trust companies. But trust 
funds are hot subject to state premium 
taxes and have an important, unfair, and 
objectional competitive advantage, he 
said. 

Of the money set aside in 1949 under 
employe retirement plans, more went 
into trust funds than into group annu- 
ity contracts or other life policies, he 
said. Many large trust companies are 
aggressively developing this field. 

In many cases, a trust fund is a very 
good, or even the best, vehicle for fi- 
nancing a retirement plan, but there are 
a great many cases which can and 
should be insured under group annuity 
contracts, Mr. Beers said. 


Insurance Assn. 


Taxes Boost Expenses 


Employers don’t want to boost their 
pension funding vehicle’s expense to pay 


taxes. A survey of seven companies’ 
annuity considerations in 1949 showed 
average expenses of 1.89% excluding 


taxes. State premium taxes on these 
companies for 1949 were $4 million. 
The average expenses of the companies 
were increased 40% by premium taxes. 
Total expenses were about $9% million. 
In states where the premium tax is 
2%,'the tax amounts to more than all 
other group annuity expenses combined. 
In a business where the investment ele- 
ment is a major factor and where ex- 
penses are so low, a heavy tax results 
in an unreasonable burden. 

States that put tax burdens on in- 
sured pension plans should reduce or 
eliminate them, he argued. Industrial 
states like New York, Michigan, Ohio, 
and Pennsylvania, do not include annu- 
ity considerations among taxable pre- 
miums. They follow the right principle, 
Said Mr. Beers. He asked the commit- 
tee to exercise its influence to put life 
companies on an equal competitive foot- 
ing with trust companies. 

Buist M. Anderson, Connecticut Gen- 
eral, said interstate pension plans are 
being trusteed in states with no taxes 
on these funds, or moved to those states 
to avoid taxes. Insurers can’t do this. 
He agreed to submit a recommendation 
to the committee before the June meet- 
ing outlining a proposed course of 
action. 


Oppose Group Changes 


Albert Pike, Life Insurance Assn. of 
America, argued against changing group 
standard provisions to include the right 
to convert to term. Present policies 
allow conversion to other than term. 
Commissioner Harrington of Massa- 
chusetts asked what companies are go- 
ing to do about the effect of unem- 
ployment on group life. What if em- 
ployers go broke? Why can’t employes 
be given the privilege of continuing 
their group coverage on a term basis 
if employer goes out of business? Mr. 
Pike said the problem was not as urgent 
as Mr. Harrington implied and_ that 
there was no demand for it. Unions 
aren’t asking for it, Mr. Pike said. It 
would increase cost of insurance. He 
suggested that the coverage ‘be left 
optional as it is now. Harrington said 
companies should do something about 
it before a depression. Mr. Pike 


cautioned against loading group costs 
with fringe benefits. It might hamper 
sales now. Julius Sackman, New York 
department, suggested consideration be 
given a provision allowing conversion 
to term during the first year and then 
to permanent insurance. This may help 
the man who is laid off to maintain 
his insurance until he gets the money 
to put it on a permanent basis, he said, 
Mr. Pike said this idea was less objec- 
tionable than others that had been 
brought up. Commissioner Martin of 
Louisiana warned against repercussions 
that will come if unions turn against 
insurance companies because their mem- 
bers lose their insurance at the very 
time they lose their jobs. Harrington 
said people who aren’t in unions must 
be considered also. 


Group Costs Up 


Milton Ellis, Metropolitan Life, said 
group life “T” rates are now being re- 
duced through changeover to the CSO 
table. He cautioned against increasing 
costs when rates are going down. A 
more important problem is mass con- 
version under the master contract when 
it is terminated, he said. Mr. Beers said 
his company is not opposed to increas- 
ing costs of group by 1% if it is bene- 
ficial to the public. He questioned, how- 
ever, that the conversion privilege was 
important now. 

Harrington said the companies aren't 
facing what amounts to a real social 
problem. Mr. Beers agreed it was a 
problem ‘but said it was caused by de- 
pressions, not group insurance. He said 
he’d welcome a solution, 


Touch On Credit Life 


Alexander Query, Prudential, said 
his company writes credit life on group 
basis and that no credit institution 
acts as its agent. Deputy Commissioner 
Faircloth, Florida, wanted to hear from 
companies that write it on individual 
loans. Andrew Rollins, Prudential, said 
that there are lending institutions in 
some states that use credit life to earn 


money in addition to interest. Their 
policies are issued on an_ individual 
basis. 


Faircloth asked what happens to the 
unearned premium if a man _ borrows 
$1,000 for a year and pays it off in six 
months. Rollins said companies make a 
pro-rata return. There may be abuses 
in some areas but his company has had 
no complaints about the way it writes 


The bank gets no commission. As the 
insured it gets dividends. The  in- 
dividually written type of credit life 


policy may be the trouble-maker. Credit 
life should not be used as a profit maker 
for a lender, he said. 


Suggests New NSLI Bill 


WASHINGTON—A House veterans 


affairs subcommittee has suggested 
introduction of a new Dill, as a sub- 
stitute for a bill it recently tabled, which 


would authorize use of dividends to re- 
instate National Service Life coverage 
under specified circumstances. It would 
provide that unless the insured advised 


VA in writing, subsequent dividends 
on World War II insurance becoming 


payable after January 1, 1951, would 
be permitted to accumulate for payment 
of unpaid premiums. 


First 1950 LIAMA School 


L.I.A.M.A. opened its 1950 program 
of schools in agency management with 

school for district managers in Au- 
gusta, Ga., attended by 71 men. It was 
the 93rd school since 1929. 


Premium Receipt 


Plan Endorsed by 
Life Committee 


Firmly Oppose Letters 
of Retention; Suggest 
Reserve Strengthening 


The life committee of National Assn. 
Commissioners in execu- 
session at its annual meeting in 
York endorsed the premium re- 
ceipt-by-request procedure with some 
qualifications. It condemned the grant- 
ing by group companies of letters of re- 
tention as violations of anti-discrimina- 
tion legislation and contrary to the prin- 
ciple that policies be self-supporting. Its 
third major action was to approve re- 
serve strengthening of certain contracts. 
Commissioner Harrington of Massachu- 
setts, chairman, presided. 

In approving the premium receipt 
procedure in states where statutes per- 
mit the committee said that companies 
using it should consider giving adequate 
notice of the plan to the policyholders. 
It recommended that premium notices 
and all advance publicity contain a 
statement to the effect that no premiums 
should be paid to an agent except upon 
presentation of an official receipt signed 
by an executive officer of the company 
and countersigned by the agent. 
Additional Information Notice 


of Insurance 
tive 


New 


In addition, notification should 
with the premium notice stating that no 
receipt will be furnished except upon 
specific request. The policyholder should 
be furnished a payment stub with in- 
formation on it as to the policy and 
the premium due and include an affirm- 
ative statement that the stub, together 
with the cancelled check, constitutes a 
receipt. 

Provision should be made for fur- 
nishing the customary official receipt in 
all cases where payment is made other 
than by the  policyholder’s personal 
check payable to the order of the com- 
pany. Finally, the company should fur- 
nish to the policyholder a notice within 
five days after lapse advising him of 
the opportunity of restoring his policy 
within 15 days after lapse, if the re- 
mittance is made before death. 

Company men are expected to react 
favorably to the overall committee ac- 


go 


tion. There is doubt, however, that any 
state statute prohibits the use of the 
plan. The five-day notice of lapse pro- 


vision may be impossible to comply with 
because of communication problems. 


Condemn Letters of Retention. 


The committee recommended _ that 
commissioners consider whether their 
state laws prohibit group retention guar- 
antees and, in the interest of correcting 
bad practice, make appropriate rulings. 
The committee said it had been in- 
formed that grave abuses exist in the 
sale of group life and A. & H. policies. 
The issuing of letters of retention by 
companies guaranteeing their expenses, 
contingencies and contributions to sur- 
plus are not based on filings with insur- 
ance departments the report said. They 


are made without any assurance that 
they are free of the taint of discrimina- 
tion. 

The committee said the need for 


(CONTINUED ON PAGE 4) 
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Inching Forward Tactics of Federal] 
Control Advocates Told by Thore 


PITTSBURGH—It is unlikely that 
efforts to bring about federal regulation 
of insurance will be made in a direct 
way, because of the 
solid structure of 
state | supervision, 
but it is likely to be 
sought in easy 
stages, with each 
step obscured by 
the presumed de- 
sirability of provid- 
ing federal control 
in a limited area, 
said Eugene M. 
Thoré, general 
counsel of the Life 
Insurance Assn. of 
America, at the 
Pennsylvania Insurance Days 
tion this week. 

As evidence of this “inching forward 
process,” Mr. Thoré mentioned the juris- 
diction that the federal trade commission 
has attained over mail-order insurance 
and the adoption of a fair trade practice 
code for that business; the proposed 
code for automobile finance companies 
which attempted to exercise some regu- 
lation over casualty companies in the 
automobile field; the recent FTC analy- 
sis of state insurance laws; and_ the 
pending Frear bill, which would force 
companies not listing their securities on 
national exchanges, including stock in- 
surance companies and possibly mutual 
companies also, to file financial reports 
for the SEC, bringing about dual regu- 





a 


Eugene M. Thoré 


convyen- 


lation for insurers. 
Cites FTC Memorandum 

As indicative of the FTC's attitude 
Mr. Thoré cited the tenor of the fol- 


lowing statement in the memorandum 
announcing the study of state laws: 

“In concluding this memorandum, I 
would like to reiterate that the survey 
Was not an attempt to review all state 
regulatory enactments, but only those 
which might affect the application of 
the acts administered by the commis- 
sion, and that no attempt was made to 
weigh the quality of state laws or the 
sufficiency of the enforcement thereof 
or to resolve any of the questions which 
must of necessity be answered each 
time a determination is to be made as 
to the application of the federal trade 
commission or Clayton acts to a factual 
situation involving the business of in- 
surance.” 
Seek Frear Bill Exemption 

As to the Frear bill, Mr. Thoré said 
the Life Insurance Assn. had appeared 
before the senate committee on bank- 
ing and currency to urge that insurers 
be exempted, since full financial infor- 
mation is available to the public at state 
insurance departments. SEC officials 
later appeared in opposition, insisting 
that complete information pertaining to 
the insurance business should be avail- 
able in an agency in Washington. The 
SEC has also filed a lengthy memoran- 
dum with the senate committee one sec- 
tion of which is headed, “The State In- 
surance Laws Are Not Adequate Sub- 
stitute for the Reporting Requirements 
of the Securities & Exchange Act.” 


Encouraged by Reports 


However, Mr. Thoré said that “we 
are encouraged by reports which indi- 
cate that a majority of the subcommit- 
tee has expressed confidence in state 
supervision and has not been persuaded 
by the SEC that regulation by them is 
either necessary or desirable.” 

These recent developments. while dis- 





ment in the report of the majority, said 
Mr. Thoré, “let the cat out of the bag”: 

“The answer to centralization is de- 
centralization. This is just as true of 
business as it is of government for, un- 
less centralization of business is checked, 
centralization of government cannot be 
checked. One answer to communism 
or socialism is the encouragement of de- 
centralized capitalism and this can be 
brought about by a deliberate policy of 
government designed to foster the in- 
vestment of private capital in privately 
owned, decentralized, competitive busi- 
nesses.” 

Characterizing this language as 
“double-talk” Mr. Thoré said it could 
have been avoided if the report had sim- 
ply said, ““We are opposed to large cor- 
porations, They should be discouraged. 
If they are not checked, government 
power will be expanded.” 

“Where, I ask, will this type of think- 
?” Mr. Thoré asked. 


turbing, do not constitute attacks on the 
principle of state supervision, said Mr. 
Thoré, but they do demonstrate that 
certain agencies in Washington have 
their eyes on insurance, 

“IT do not believe that they are eager 
to assume jurisdiction,’ he said. “But 
the very nature of their responsibilities 
brings them close to our activities and, 
as time goes on, we can anticipate that 
they will be auite vigilant.” 





OTHER CRITICISMS 





The concept that state regulation of 
insurance is inadequate was one of five 
criticisms of the business that Mr. 
Thoré discussed. Others were these: 

1. “Life insurance companies are too 
big.’ Under this heading he reviewed 
the Celler anti-monopoly subcommittee 
hearings, in which the life insurance ing take us? 
business represented itself so effectively 3. “The need for security should be 
that only Chairman Celler persisted in met by government.” Reviewing testi- 
thinking that large companies should be mony before the senate finance commit- 
broken up and federal regulation was tee on a pending social security bill, 
desirable. Mr. Thoré quoted the criticism of a 

2. “Life insurance comapnies deprive Harvard professor who: said that the 
small businesses of needed capital.” This chief disadvantage of private plans was 
was effectively answered in life insur- that almost all of them tie a man to 
ance testimony before the O'Mahoney one company and penalize the man who 
subcommittee of the joint committee on moves from one employer to another. 
the economic report. Yet the majority Private enterprise should study this 
report concluded that facilities for mak- criticism and find a way to meet it, said 
ing funds available to small business Mr. Thoré. He stressed the inconsist- 
The following state- ency of talking about “self-reliance” un- 
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The Substance Behind the Contract 


were inadequate. 





There are two kinds of income—and only two: one stems 
from a man at work and the other from dollars at work. 


If you can bring your client to see this solid fact, he must 
automatically arrive at the conclusion that when his earning 
power is worn out or impaired or destroyed the second type 
of income must be ready and waiting to go into effect. And 
you carry in your head and in your briefcase the most per- 
fect answer to this problem — for life insurance pays NO 
income when it is NOT needed so that it can pay MAXIMUM 
income when it IS needed. 


This idea of income is fast replacing the old goal of piled-up 
wealth in the American thinking, and becomes thereby a 
valuable ally for the underwriter. His merchandise is de- 
signed as an income-producing plan, more truly than is any 
other type of investment. 

Your prospect will build his conception of life insurance as 
you guide him. If your conception is of a nature to match 
his conscious or subconscious goal, your story will take con- 
crete form as an application in your pocket. 


Insurance in Force April 1, 1950—$440,273,724 
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assistant at , el 
June 1. He joined Mutual Life in 1936 


among the company’s leaders. He was 
a high 


—= 


der social security when such a system 
provides for benefits substantially jy 
excess of the participant’s contributions 


Has Wealth-Sharing Element 


“I hope we can make it clear that the 
social security system involves an ¢le. 
ment of wealth-sharing that is foreign 
to any private insurance plan,” he said 

4. “The life insurance business dog 
not pay its fair share of federal taxes” 
The promoters of government. security 
hope that the tax power will be used to 
sterilize the life insurance business, said 
Mr. Thoré. They would weaken the jp. 
surance companies in order to finance 





more comfortable government benefits 
He explained that the delay in formy. 
lating new tax legislation resulted from 
the disagreement between company rep. 
resentatives and Treasury officials as to 
the proper method of taxing companies 
and the amount of revenue that shoul 
be obtained. At the outset, the Treas. 
ury people were unwilling to agree that 
interest on reserves should go untaxed 
and had under consideration a tax based 
both on investment and underwriting 
profit. 


Criticisms Indicate Relationship 


The foregoing five criticisms, together 
with others that could be mentioned, 
focus attention on the growing rela- 
tionship of life insurance to the current 
trends in government, said Mr. Thoré. 
Despite disturbing cross-currents, Con- 
gress as a whole is proceeding cau. 
tiously and actual decisions on legisla- 
tion have been most encouraging. There 


is every reason to be proud of the 
statesmanship exhibited by insurance 
leaders. 


“These difficult times require that we 
continue to devote our energies to more 
research and study in the field of gov- 
ernment and economics,” he said. “We 
must help to mold public opinion by 
being prepared with sound information, 
And we must continue to strengthen the 
contribution insurance is making to 
the general welfare by constant. im- 
provement of the services we render.” 


Supt. Dineen Speaker 


Superintendent Dineen of New York 
proposed that private insurance con- 
duct “community health” insurance in 
surance experiments to demonstrate 
that health insurance can be provided 
efficiently and economically by private 
enterprise. He urged community ex- 
perimentation, recalling the 1916-1923 
health demonstration conducted _ in 
Framingham, Mass., by Metropolitan 
Life in cooperation with the National 
Tuberculosis Assn. and a somewhat 
similar experiment in Quebec in 1921, 
designed to reduce the infant mortality 
rate. 

Arguing against compulsory federal 
health insurance, he said that it is im- 
possible to eliminate politics from such 
plans. He drew a parallel between the 
present congressfonal investigations of 
monopolies and bigness in business and 
the proposal for a giant governmental 
monopoly to furnish health insurance. 


Proffit to Mutual H.O. 

R. A. Proffit, assistant manager at 
Charlotte, N. C., for Mutual Life since 
1945, has been advanced to training 
the home office, effective 


as an agent at Charlotte and has been 


school principal before he 


entered the business. 
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Zalinski Reviews 
L.U.T.C. Before 
Houston Managers 


Built from scratch in three years, the 
Life Underwriter Training Council pro- 
gram today offers a 
two-year, 50-week 
training program in 
which 3,500 field 
men are enrolled, 
Edmund L, G. Za- 
linski, executive 
vice - president Na- 
tional Assn. of Life 
Underwriters and 
managing director 
of L.U.T.C., said at 
a meeting of the 
Houston General 
Agents and Man- 
agers Assn. _ 
“Mr. Zalinski re- 
viewed the text material especially pre- 
| for the course and showed that 








EK. L. G. Zalinski 


are ‘ ( ) 
emphasis is placed on inducing those 
enrolled to learn by doing and applying 


the ideas, case histories and techniques 
suggested by the texts. 

The special regional conferences to 
orient L.U.T.C. course instructors will 
he continued this fall, Mr. Zalinski 
stated. He predicted that enrollment 
this year would far exceed the present 
student body. More companies are en- 


rolling agents under the scholarship 
ylan, ; 
’ In reviewing the N.A.L.U. midyear 


meeting at Oklahoma City, Mr. Zalinski 
said that the cooperation between N.A. 
L.U. and company organizations has 
been excellent. He cited L.U.T.C as 
a prominent example of this. 


More Pension Conferences 


The national pension conference re- 
cently sponsored by N.A.L.U. at Chi- 
cago was another type_of educational 
and public relations effort being de- 
veloped by the association. Mr. Zalin- 
ski remarked that several of these will 
be held in various parts of the country 
during the year. : 

Legislation is another field in which 
there has been close cooperation be- 
tween N.A.L.U. and company organ- 
izations, Mr. Zalinski pointed out. He 
referred to activities in various state 
legislatures urging the adoption of 
agents’ qualification laws and the ac- 
ceptance of the group definition of Na- 
tional ‘Assn. of Insurance Commis- 
sioners, as well as in matters of taxes. 
One of the most important activities 
is the current study of article 213 of 
the New York law, which controls 
agency expenses of companies doing 
business there and which affects com- 
pensation paid to agents. He expressed 
the hope that N.A.L.U. would be ready 
to make specific recommendations for 
revision of the section by the time of 
the Washington convention next Sep- 
tember. 

Mr. Zalinski said that N.A.L.U. has 
made available to local associations de- 
tailed information on life insurance mat- 
ters in the federal legislative field in 
order that agents may intelligently dis- 
cuss them with their policyholders. This 
has done much to convey the public 
attitude to congressmen, he added. 


Group Plan Matches Credit 


HARTFORD—A novel group life in- 
surance policy matching the $3.6 mil- 
lion of savings deposits of 13,500 mem- 
bers of the East Hartford Aircraft Fed- 
eral Credit Union has been written by 
Connecticut General. 

The contract provides for a credit to 
the account of a depositor, in the event 
of death, of an amount equal to his 
Savings account, up to a maximum of 
$1,000. The credit union pays all pre- 
miums. 

One purpose is to reduce deposit 
withdrawals. A member having money 
on deposit, instead of withdrawing it, 
can borrow. That amount is also in- 
sured, 


Wheel-Horses of the N. Y. State Caravan 


Speakers’ group at 
the Rochester stop 
of the New York 
State Life Under- 
writers Assn. sales 
caravan. Standing, 
Russell B. Knapp, 
associate general 
agent Mutual Benefit 
Life, New York City; 
William J. Hunter, 
John Hancock, Syra- 
cuse; Halsey D. 
Josephson, general 
agent Connecticut 
Mutual, New York 
City; Roy Plaut, 
New York City law- 
yer; and Charles E. 
Drimal, Penn Mu- 
tual, New York City; 
kneeling, Frank B. 
Alberts, general 
agent Aetna Life and 
president of the 
Rochester associa- 
tion, who opened the 
meeting there; and 
Spencer L. McCarty, 
Provident Mutual, 
Albany, executive 
secretary of the state 
association 


N. Y. Actuaries Party May 12 

The junior and senior branches of 
the Actuaries Club of New York jointly 
have scheduled a dinner dance at the 
Hotel New Yorker May 12. The ar- 
rangements committee includes Charles 
S. Schnelle, New York Life. Daniel 
Lyons, Guardian, and Harold Dow, 
Prudential. 





D.I. Payable Despite Disease 


The Missouri supreme court has held 
that double indemnity must be paid on 
an insured who fell from a ladder and 





developed pneumonia and later reactiv- 
ated a case of latent tuberculosis. He 
died within 90 days of the accident. The 
court held that the cause of death was 
the accident even though the insured 
had an infirmity which made him less 
able to resist than a healthy person. 
The case is Young vs. New York Life. 


The Selling agency of State Mutual 
Life in New York City will conduct 
its second course in business life insur- 
ance for,brokers at the agency begin- 
ning May 11. Harry Gordon is the in- 
structor. 











TIME CONTROL 


Robert W. Ebling, Jr., member of our Carr R. Purser 
Agency, New York City, when asked for his impression 


of recent trends in selling, answered: 


“T believe that time control was about the most out- 
standing development of my selling activity last year. 


“The proper use of the telephone to secure bona fide 
appointments contributed much. I employed Saturday 
mornings here in the office to organizing and planning 
work for the following week, as well as in the reviewing 
of work started and in process during the past week. 


“T don’t feel that there is any special trend in the 
business conditions of today. It never has been easy 
to sell insurance and I don’t think it ever will be. I 
believe that the basic needs for life insurance are, and 
always will be, pretty much the same.” 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 

















Interstate Compact 
Idea Explored 
by N.A.I.C. Group 


Stone Committee Views 
Possibility of Jointly 
Sponsored Machinery 


NEW YORK-—Steps to improve the 
quality and efficiency of state regulation 
of insurance by cooperative state action 
were taken at a meeting of the commit- 
tee on interstate cooperation and annual 


statement analysis of National Assn. 
of Insurance Commissioners at New 
York. 


The committee is headed by Insurance 
Nebraska 
been sponsoring the idea of 
compacts. 

Plans are still in the formative stage. 

At the meeting Mr. Stone discussed 
the duplication in present methods of 
state regulation involved in the approval 
of life and A. & H. policies and analyses 
of national rate structures. He said 
there is danger in having one or a few 
states dominate studies of problems of 
national interest because of the absence 
of machinery by which all states can 
participate. 


Cites N. Y. Influence 


Only a few departments get sufficient 
appropriations, Mr. Stone said. There 
is no need, however, of having a depart- 
ment of the New York magnitude in 
each state. Much work being done by 
New York is more properly a function 
of many or all states. Commissioners in 
some states, because of their lack of 
facilities, have on occasion expressed 
jealously of the New York and other 
departments. Occasionally, some believe, 
a program is defeated because it has 
first beer approved by New York. This 
gives a New York stamp to a program 
and, in some states, that is enough to 
defeat it. This attitude is not universal 
but on occasion it has frustrated in- 
dustry and N.A.I.C. people. 


Director Stone of who has 


interstate 





DUPLICATE FUNCTIONS 


The committee decided to study ac- 
tively the creating or enlarging of per- 
manent facilities for centralized and 
jointly supported machinery of interstate 
cooperation through compacts or by 
other means. Among the subjects it 
suggests can be handled cooperatively 
are valuation of securities, approval of 
policy forms, centralized auditing of 
convention statements, examinations of 
insurers, and analysis of rate filings in 
nationwide rating structures. The chair- 
man was instructed to request the all-in- 
dustry committee to appoint a subcom- 
mittee to take up studies on behalf of 
the industry. The proposals for inter- 
state cooperation will be considered 
again at the June 12-16 meeting of 
N.A.I.C. at Quebec. 

Dineen Outlines Study 

At the meeting Dineen of New York 
outlined plans for a study by his de- 
partment of the function of policy ap- 
proval in life and A, & H. insurance, the 
study to take from one to two years. 
He intends to ask the executive commit- 
mittee of N.A.I.C. to appoint a special 
committee on policy forms to cooperate 
in completing the study. 

Herbert Wiltsee, regional representa- 
tive of the Council of State Govern- 
ments, told how his service organization 
was set up On a statutory basis by legis- 
lative action in all states. Its chief - 

(CONTINUED ON PAGE 23) 











4 


L. A. A. Southern 
Round Table Holds 
Session at Houston 


Varied Aspects of 
Advertising, Sales 
Promotion Work Reviewed 


By HOWARD J. BURRIDGE 


HOUSTON —A attended, 
lively and idea exchange type of annual 
was held the Southern 
Life Insurance Adver- 
here this week. It attracted 
90 including a number of 
hotel 


heavily 
meeting by 
Round Table of 
tisers Assn. 
a group of 
The 
as meeting 
the 
mark. 


Wives. celebrated Shamrock 


headquarters helped swell 
registration total to a new 
Willam Sexton, Great Southern, 
job 


chairman, 


high 


arrangements 
attracting 


did an effective as 


and attendance 


FieNATIONAL 


many to their first meeting. Al B. Rich- 
ardson, Life of Georgia, presided as 
chairman. John L,. Briggs, vice-chair- 
man and head of the program commit- 
tee, offered a variety of speakers and 
handled the sessions so as to induce 
many impromptu and informal com- 
ments. 

Several members of the L.A.A. ex- 
ecutive committee were present, includ- 
ing H. A. Richmond, Metropolitan; Da- 
vid W. Tibott, New England Mutual; 
R. J. Taylor, Jefferson Standard; J. M. 
Locke, Gulf, and Al B. Richardson, 
Life of Georgia. 

A capacity crowd of early arrivals took 
the boat trip Sunday afternoon down 
Houston’s $50 million ship canal to San 
Jacinto monument (12 feet higher than 
the Washington monument) and din- 
ner at San Jacinto Inn. 

Chairman Al B. Richardson, Life of 
Georgia, got the meeting off to a fast 
start Monday morning. William Sexton, 
Great Southern, extended words of wel- 
come as chairman of the arrange- 
ments and attendance committee. Rem- 
iniscent of ‘Mine Host” W. M. Dewey 
of Edgewater Beach Hotel fame, Jack 
Terrell, manager Hotel Shamrock, spoke 
with becoming modesty of Texas, Hous- 
ton and his fabulous hostelry. 

H. A. Richmond, Metropolitan Life, 
brought greetings as president of L.A.A. 
He spoke of the high practical value of 
the regional round table gatherings. 
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‘TO SECURITY 


A Key to Success 


Equitable of lowa 
Field Underwriters 


Equitable Life of Iowa’s field underwriters have 
enthusiastically endorsed the Key to Security, the 
Company’s new and simplified method of life 
insurance programming. With a professional ap- 
proach that is easy to understand, the Key to 
Security clearly defines the prospect’s life in- 
surance program requirements and graphically 
portrays the solution to his estate problems. 


This new method of programming is consistently 
demonstrating its effectiveness as an aid to career 
life underwriting for Equitable of Iowa field men. 


A three months survey indicates: 


© Highly satisfactory results from the new Key 
to Security direct mail approach. 
@ A better than average ratio of sales per in- 


@ 547 Key to Security sales totaling $7,113,543. 
@ An average size policy of more than $13,000. 


Those are four excellent reasons why Equitable 
of Iowa field underwriters know that the Key to 
Security is their Key to Success. 


EQUITABLE 
of IOWA 


OVER ONE BILLION LIFE INSURANCE IN FORCE 


for 


Des Moines 








UNDERWRITE. 
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L.A.A. membership has increased to 
371 individuals representing 186 com- 
panies. He remarked that William Sex- 
ton, Great Southern, has secured seven 
new members in the southwest, they be- 
ing Century Life, Commercial, Indus- 
trial, Southern States, State Reserve, 
Pioneer American of Texas, National 
Old Line and Guarantee Income, La. 
Since last year’s annual meeting Mr. 
Richmond said there have been three 
meetings of L.A.A.’s executive com- 
mittee. At future annual meetings he 
said that in the exhibits greater em- 
phasis will be placed on the educa- 





Al B. Richardson John L. Briggs 


tional aspects and less on competitive 
features. The sweepstakes award and 
the “best in class” designation will not 
be continued. There will be an increase 
in the number of exhtbits classifica- 
tions. 


Practical Sales Promotion 


John L. Briggs, Southland Life, pro- 
gram committee chairman, began presid- 
ing with his introduction of Roy W. B 
Cowan, president Southwest Printing 
Co., who spoke on “How to Get the 
Most Out of Your Printing Dollar.” He 
spoke at length and in detail on various 
printing processes and techniques. 

Practical sales promotion was dis- 
cussed by Don B. Parkinson, South- 
western Life. Too much new material 
tends to confuse the agent, he said. 
Of much more importance than a mere 
volume of new material is a genuine 
agency acceptance of that which is pro- 





NEW OFFICERS 


Chairman—John L. Briggs, South- 
land Life. 

Vice-chairman—W. R. Goode, Provi- 
dent Life & Accident. 

Secretary—Joseph M. Locke, Gulf 
Life. 





duced. Mr, Parkinson said that most 
of Southwestern’s workable (business 
getting ideas come from the field. 
“What the Agent Wants from His 
Advertising Director” was outlined by 
A. R. Jaqua, director of the Southern 
Methodist University course. Mr. Jaqua 
commented in a critical vein on com- 
pany advertisements, promotion mate- 
rin] and instructions to agents pub- 
lished by a number of companies which 
he did not name but excerpts of whose 
material he quoted. Of 106 life agents 
queried by Mr. Jaqua, he found that 
most said they wanted life advertising 
men to talk about the value of the agent 
and to sell some office employes and 
agency employes on the fact that the 
agent is an important person. Others 
stressed the need of more education, 
better training facilities, better sales aids 
and more visual material. Direct mail, 
leaflets, pamphlets and booklets. He 
closed by illustrating the ve that 
or 


most agents work first money, 
second for a man, and third for a 
cause, 


Discussion of House Organs 


All of Monday afternoon was devoted 
to a round table discussion of house 
organ printing and editing. There were 
no scheduled speakers. All of the talks 
were informal and spontaneous. Sample 
copies of house organs of Southern 
Round Table companies were the basis 
of the comments of those who spoke. 
Among the discussion participants were: 

(CONTINUED ON PAGE 24) 








N. Y. CITY ASSN. 


Zuckerman Heads 
Bronx Branch, Eiber 
Slated in Brooklyn 


NEW YORK—The New York City 

Life Underwriters Assn. held wel 
attended meetings of its Bronx and 
Brooklyn branches, the Bronx Meeting 
being the one at which the Bronx bran¢) 
was Officially established. This gives the 
association three divisions, the third be. 
ing the Long Island branch. 
_ Bronx branch officers elected at. jts 
first meeting, are Benjamin Zuckerman 
Prudential, president; Joseph Gleason, 
John Hancock, administrative vice-pres. 
ident; Seymour Mark, New York Life 
public relations vice-president; Dayid 
King, Prudential, educational vice-presj. 
dent; and Morris L. Lindenbaum, Met. 
ropolitan Life, secretary. Harry Ard 
Connecticut General, association presj- 
dent, and Jack Manning, executive man. 
ager, spoke. 


Simplicity in Selling 


Ralph G. Engelsman, Penn Mutual, 
who spoke at the meeting, stressed sim. 
plicity in selling. He warned agents not 
to make their sales methods too com- 
plex for the prospect to understand, 
The test of a real expert agent, he 
said, is his ability to make the prospect 
understand what the sale is all about in 
a minimum number of words. He cau- 
tioned against approaching the simple 
cases with complex methods. 

David B. Fluegelman, Northwestern 
Mutual, outlined the advantages of as. 
sociation membership. He _ suggested 
that agents think of how much they can 
put into their association to make it bet- 
ter rather than how much they can get 
out of it. 


Brooklyn Slate 


Bernard Ejiber, Mutual Trust, was 
nominated to succeed James Morrison, 
Travelers, as president of the Brooklyn 
branch. Other nominees are Henry Mar- 
shall, Provident Mutual, administrative 
vice-president; Irving Bober, general 
agent New England Mutual, public re- 
lations vice-president; J. M. T. Billson, 
Aetna Life, educational vice-president; 
Murray Malament, Mutual Trust, sec- 
retary; and Morris Besso, Metropolitan 
Life, treasurer. 

Compensation questionnaires arriving 
at N.A.L.U. headquarters are proving, 
beyond a doubt, that agents’ business 
expenses have been increasing very 
rapidly in recent years, Gordon D. Mc 
Kinney, N.A.L.U. actuary, told the 
branch at its meeting. The factual infor- 
mation gathered will prove N.A.L.U.'s 
point that revision of section 213 is 
needed, he said. He urged agents to 
complete their questionnaires and _ send 
them to N.A.L.U. to broaden the sta- 
tistical survey and increase the strength 
of the presentation the association will 
make to the New York state legislative 
committee. 

Though most agents are writing more 
business than formerly, he said, it is not 
necessarily true that they are better off 
than before. Nor does an increased vol- 
ume of business mean an increase im 
gross earnings for agents. An increase 
in term policies means that the agent 
has to write more business to make 
even the same gross income. And his 
gross earnings by no means represent 
his true earnings picture. 

George P. Shoemaker, general agent 
of Provident Mutual, will speak at the 
May 11 meeting of the New York City 
association on “No Death of a Sales- 
man.” 

Nominees for the coming year will be 
announced at the meeting. 


Home Honors Detroit Agency 

The agency building award made an- 
nually by the Home Life to the agency 
with the best all around record of 
achievement was won this year by the 
Detroit agency, Arthur D. Sutherland 
manager. 
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live our own lives in a place of our own choosing. 
Now that we've added a retirement plan to our 
life insurance program we can say that today we 


bought freedom—for our son and ourselves.” 
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MID. WEST MANAGEMENT CONFERENCE 





Boost Management's Prestige 


May 5, 1959 








to 


Institution’s Level, Coffin Urges 


The possibility that the prestige of 
the job of agency management may not 
have kept pace with the prestige of the 
institution and even of that of the life 
underwriter; a recognition of the grow- 
ing importance of 
business manage- 
ment in profitable 
agency operation; a 
feeling that we 
may have gone too 
far in agent “edu- 
cation’’ as con- 
trasted to training 
of skills; and a defi- 
nite warning that 
field management 
should not get too 
far away from 
fundamentals were 
the major thoughts Vv. B. 
developed at the 





Cofir: 


annual meeting of the mid-west man- 
agement conference at French Lick, Ind. 

Drawing approximately 100 field and 
home office management men, the 2% 
day conference, sponsored annually by 
the Indianapolis General Agents & 
Managers Assn. heard Vincent Coffin, 
vice-president Connecticut Mutual; 
L. S. Morrison, research consultant 
L.I.A.M.A.; William Nicholls, Jr., gen- 
eral agent Penn Mutual, Grand Rapids; 
Lowell Davis, general agent Provident 
Mutual, Hartford; Charles W. Campbell 
manager Prudential, Newark; 
Holderman, Jr., manager Equitable So- 
ciety, Peoria; and Paul Speicher, presi- 
dent R. & R. Also on the program, as 
dinner speaker Friday evening, was 
George Saas, Indianapolis advertising 
man, who spoke on the “Thirteenth 
Doughnut” of selling, the extra service 
which wins and holds clients. 
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Fifty-Sixth Year of 
Dependable Service 


* The State Life Insurance Com- 
pany has paid $168,000,000 to 
Policyowners and Beneficiaries 
since organization September 5, 
1894 ... The Company also holds 
over $78,500,000 in Assets for 
their benefit . . . Policies in force 
number 102,000 and Insurance in 
force is over $209,000,000 . . . The 
State Life offers General Agency 
Opportunities — with liberal con- 
tract, and up-to-date training and 
service facilities — for those quali- 
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THE STATE LIFE 
INSURANCE COMPANY 


MUTUAL LEGAL RESERVE FOUNDED 1894 
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The prestige of the agency manage- 
ment job is not keeping pace with the 
prestige of the institution of life insur- 
ance, Mr. Coffin warned. 

“We are not getting the percentage 
of the savings dollar we did,” he de- 
clared, “nor are we organized to get it. 
There is too much mediocrity in selec- 
tion, training, and supervision. Can you,” 
he asked, “look a good’ recruit in the 
face and say, ‘I can guarantee your suc- 
cess if you will do the things I can 
tell you to do’?” 

Mr. Coffin proposed'a three-point so- 
lution to the problem: (1)“Give enough 
thought, attention, and work to long- 
range prospecting so you will have 
enough nerve to turn down a mediocre 
prospective recruit.” (2) “Build con- 
tinuity of training. It is the job of 
management to challenge agents to keep 
on learning; yet it is the rare agency 
that has a continuity of training worth 
much.” (3) Morale building within the 
agency. “Have a genuine interest in 
your men and their welfare.” 


Strain Can Be Too Costly 


“You can pay so much for the last 
increments of new business that you go 
broke producing a big volume,” Mr. 
Morrison warned. “Moreover, if you 
write the wrong kind of business in the 
first place, you will find that no amount 
of clerical efficiency can make it pay. 
The longer you collect it, the more you 
lose.” 

Production per square foot of office 
space is one of the most important in- 
dices of profitable agency operation, he 
explained, “which means that rent cost 
is the most important single factor.” 


Mr. Nicholls said’ unit operation is 
smaller-profit operation on a_ larger 
scale—the chain-store principle. “You 


must determine whether your smaller 
margin per dollar of profit can be made, 
eventually, to pay off not only develop- 
ment costs but also more dollars total 
than your longer margin on less busi- 
ness could pay,” he said. 

Mr. Davis outlined the specific ap- 
plication of pertinent cost figures out- 
lined by the preceding two speakers to 
the operation of a medium-sized agency. 


Post-Selection Important 


Mr. 
entific elimination of agents is as im- 
portant to profitable agency operation 
as is scientific selection. In five years 
he has hired 242 men; 107 are now 
under contract, 52% of them being full- 
time. His records show that since 1933, 
he has averaged 25 men contracted to 
each five agents surviving five years. 
Out of the five surviving, one will be 
good. 

Mr. Holderman stressed the value of 
a system of hiring, training, and elim- 
inating. “What system you use doesn’t 
matter,” he insisted. “Just get a sys- 
tem and stick to it. Teach salesman- 
ship. Everyone educates the hell out 
of agents, but too few teach them how 
to sell.” 

Management should develop the “his- 
torical point of view,” Mr. Speicher de- 
clared. It should adopt a long range 
strategy and not be too disturbed by 
occasional failures. Management must 
live in a positive, courageous atmos- 
phere in order to set a successful pace 
for its organization. “If you want your 
men to be postive-minded, you yourself 
must be,” he said. “Cultivate a climate 


of gratitude for the business, your suc- 
cess, your men, your territory, and you 
will, 
self.” 

Horace Storer, Bankers Life of Iowa, 


automatically, be good to your- 


Holderman emphasized that sci- 


Indianapolis, served as chairman the 
first day. Sessions the second day were 
conducted by H. V. Wade, president 
Standard Life of Indiana. C. C. Jones, 
Connecticut Mutual, Indianapolis, was 
general chairman. He paid tribute to 
Mr. Speicher as originator of the con. 
ference idea. 

Mr. Campbell’s talk is reported else. 
where in this issue. 


Program Given for 
ALC Medical Group 


The Medical Section of American Life 
Convention has completed the program 
of its annual meeting June 15-17 at 
White Sulphur Springs. The program 
follows: : 

Thursday, June 15 


Chairman’s address: Dr. 
Williams, Life of Virginia. 

Greetings: Ss. . Hay, president of 
A.L.C. and of Great National Life; Rob- 
ert L. Hogg, executive vice- president 
and general counsel A.L.C.; Dr. Harry BE, 
Ungerleider, Equitable Society, president 
Assn. of Life Insurance Medical Direec- 
tors of America, and Dr. J. P. Baker, 
Greenbrier Clinic and president Green- 
brier Valley Medical Society, White Sul- 
phur Springs. 

Appointments of committees. 


Ennion §, 


“Hypertensive and Coronary Artery 
Disease Including Electrocardiographie 
Findings,” Dr. D. Stroud, University 


of Pennsylvania; discussion led by Dr. 
Albert W. Bromer, Metropolitan Life. 

“Present Status of Electrocardio- 
graphic Theory and Methods and Their 
Relation to Underwriting,’ Dr. P. H, 
Langner, Jr., Provident Mutual. 

“Which are the Most Practical Fune- 
tion Tests of the Cardiovascular Sys- 
tem?” Dr. M. H. Clifford, New England 
Mutual. 

“Significance of Blood Pressure and 
Pulse Responses in Testing Cardiovascu- 
lar Function,” Dr. R. S. Gubner, Equit- 
able Society. 

“Some Observations on the Develop- 
ment and Course of Hypertensive Cardi- 
ovascular Disease,” Dr. K. J. Thomson, 
Metropolitan Life. 


Friday, June 16 


“Cortisone and ACTH in Various Dis- 
eases,” Dr. J. S. L. Browne, chairman 
department of —— ag Univer- 
sity: discussion led by Dr. J. K. Gordon, 

Sun Life of Canada 

“Some of the Ciinical Problems In- 
volved in the Underwriting of Diaphrag- 
matic Hernia,” Dr. George McLean, Sun 
Life of Baltimore. 

“Sources and Distribution of Aid to 
Cardiovascular Research,” Dr. F. R. 
Dieuaide, scientific director Life Insur- 
ance Medical Research Fund, New York 


City 
Annual business meeting. 
Saturday, June 17 


“Factors Affecting the Insurability of 
Diabetics,” Dr. E. S. Dillon, Penn Mutual; 
discussion led by Dr. R. Cc. Montgomery, 
Manufacturers Life. 

Open Forum: “Results of Recent Mor- 
tality Studies on Alcoholism,” Dr. H. 
Clive McAlister, Lincoln National. 

“Has Experience to Date Shown the 
Intervertebral Disc to be a Hazard from 
a Life and Disability Standpoint?” Dr. 
Joseph Travenick, Jr., Occidental Life. 

“What Effect Has Sympathectomy on 
Prognosis in the Treatment of Hyper- 
tension?” Dr. Karl W. Anderson, North- 


western National. 
“Insurable Tumors,” Dr. Donald G. 
Kilgore, Republic National. 


5,200 Taking Ins Institute Exams 


More than 5,200 life insurance em- 
ployes have enrolled this year for 9,200 
examinations of the Life Office Man- 
agement Assn. Institute, an all-time high 
for the third successive year. 

Students are drawn from 225 compa- 
nies, nine fraternals, three life associ- 
ations, three insurance departments, and 
12 branches of veterans administration. 
There has been a steady increase in the 
number of field office employes follow- 
ing the program. Examinations are be- 
ing given this week. 
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Every Life Insurance Salesman NEEDS the Facts 


fo 
| THE 


| LITTLE GEM 
| LIFE CHART 


| Life Insurance Facts, Impartially Presented 
[a es 


Provides 
The Answers 
to Prove 
Your Points 





The Great "LEADER" among all 
Fact and Figure Annuals — 


because it is 
Most Convenient! 


Most Comprehensive! 
A "National Underwriter" 
Publication! 


Over fifty years of experience and all of 
the facilities of the National Underwriter and 
Diamond Life Bulletin organizations are be- 
hind the “Little Gem”. Its constant objective 
is the broadest possible coverage of useful in- 
formation — without overlooking the unusual 
points—often so significant. That is why the 
“Little Gem” has long had the 


LARGEST CIRCULATION in its field! 


Be WELL-Prepared! 


Has a very Broad Scope — 


The new “Little Gem” covers 203 com- 
panies in its main section, 47 in its “industrial” 
section and gives financial and operating 
reports on 288 companies. 


Larger Type — Easy-to-Read 


Because of its larger, easier-to-read type 
and wider spacing between figures, the “Little 
Gem” is generally considered to be the 
“easiest-to-use” book of its kind. 


Single Copies Available ‘On Approval” 





Provided in the 


New 1950 “Lime Gem: 


Available Immediately 


When you want to know about a Rate, Value, Cost or other 
point regarding another company, you need it IN A HURRY. 
Often a SIZEABLE COMMISSION depends upon the abil- 
ity to give the proper answer promptly. If you could see the 
many URGENT requests that come to us regularly for infor- 
mation needed yesterday—you would never be without a New 
up-to-date “Little Gem”. 


Its Facts and Figures are POWERFUL 


Tor these all-important situations, the “Little Gem” is 
truly a “Life-Saver”. It provides the answers, to an almost in- 
finite number of actual field questions—all in concise, easy-to-use 
impartial manner. With the broad background of knowledge it 
supplies, agents are always more confident, more effective, and 
usually more prosperous. 


Helps You to Avoid Competition — 
— and to meet it SUCCESSFULLY 


Life insurance selling is frequently competitive. Its facts 
and figures change rapidly. Rates, values, contracts and com- 
panies are not all the same. Each has its points. With the New 
“Little Gem”, you can present your plan in the best light, stress 
and prove your strong’ points, settle questions on the spot—often 
closing the sale. Frequently it enables you to avoid competition 
entirely—and you are always prepared to meet it effectively, 
when necessary. 


= and You will be WELL-Paid! 


For Prompt Delivery — Mail This Coupon NOW! 


Single copies gladly sent on 


(Quantity Orders NOT RETURNABLE) 
"10-Day Approval" 














Mail to The National Underwriter Co., 420 East Fourth Street, 
Cincinnati 2, Ohio 


Send Immediately ...... NEW 1950 "Little Gems" 


QUANTITY PRICES 
One or 2 ar . $3.50 ea. Name Se pene a Ska Kee Ome Rees ee ewe Title esees Ges 
3 to 5.... 3.20ea. 
6 to 49 .... 2.80 ea. CCE oon ge wos acs Scie ya caiga ee qalnentrneus ame 
50 to 99 .... 2.75 ea. 
100 copies ... 2.65 ea. ' 
All prices ailiaaes quan- Meddteee:. 6S... eae ieee ees 
ban dippee setbenaitsacie PETE Zone...... oe 
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Blue Shield Chief Joins Agency 
DES MOINES—Wilbur R. Quinn, 
formerly enrollment director for Blue 
Shield in Iowa has joined the Hughes- 
Elbert agency of Continental Assurance 


trating on writing group insurance 
through this agency, which is one of 
the leading group producers for the 
Continental companies. 








REPUBLIC NATIONAL LIFE 
AINSURANCE COMPANY 


{ THEO. P. BEASLEY, President 
HOME OFFICE DALLAS, TEXAS 


Life Insurance in force exceeds $297,000,000.00 


INVESTIGATE 
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+ #35" A Financing Plan for new Agents which enables 
ee the General Agent to attract career men. 
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Write now. Get details of our General Agent’s 
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| ing slate of officers: 


Chicago President 


The nominating committee of the 
Chicago Assn. of Life Underwriters has 
named the follow- 


Earl M. Schwemm, 
Great-West Life, 
president; William 
D. Davidson, Equit- 
able Society, 1st 
vice-president; Ben- 
jamin H. Groves, 
Travelers, 2nd vice- 
president; Russell 
C. Whitney, Con- 
necticut Mutual, 
treasurer. 

Slated as direc- 
tors for a two-year 
term ending in 
June, 1952 are: Ferrel M. Bean, John 
Hancock; William H. Dunkak, Acacia 
Mutual; Philip B. Hobbs, Equitable 
Society; Howard Kelley, Massachusetts 
Mutual; Harvey Nelson, Equitable of 
Iowa; Nathaniel Seefurth, Northwest- 
ern Mutual; William F. Shean, Massa- 
chusetts Mutual; Laura G. Smith, 
Northwestern National; Doren E. 
Trump, Metropolitan; Wilson Turner, 
New York Life. Carl E. Lindstrom, 
Travelers, has been named to fill the 
unexpired term of Harold L. Nutt. 

Robert R. Reno, Jr., Equitable Society 
is chairman of the nominating commit- 
tee and other members are Merle Loder, 
Mutual Life; Eugene Lysen, New York 
Life; H. Kennedy Nickell, Connecticut 
General and Robert F. Ober, Berkshire 
Life. 


Earl M. Schwemm 





Exclusion Clause Excludes 


An aviation exclusion clause that is 
unqualified as to risks of war or of 
peace exempts a company from liability 
for the death of a military pilot in com- 
bat, the U. S. court of appeals for the 
District of Columbia has ruled, revers- 
ing the district federal court. It is im- 
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material, the court held, that the poli, 
is declared to be “free from restriction, 
as to residence, travel, occupation * 
military or navel service.” The Case js 
Bischoff vs. United Services Life. 





Home Changes Rules 
for Career Pilots 


Home Life has released to agents jx 
aviation underwriting practices. Chan mm 
are slight with regard to civilian flying 
but military ratings have been modifie 
to reflect current conditions. 

Some changes have been made in re. 
tention limits. General retention jg jp. 
eralized for airline pilots and crew 
members, civilian student pilots and Di. 
lots with less than 100 hours experience 
and military pilots with less than 8% 
hours solo experience and those unde; 
age 30 with more than 800 hours. 

Three instead of two subdivisions now 
apply to the military pilot group, Ay 
ages 24 and younger the extra premium 
is $20 per thousand. At ages 25 through 
29 an extra $10 and at ages 30 and ove 
an extra $6 per thousand is charged. 


Makes Two Groupings 


Previously Home Life considered 
civilian members of the air reserve anj 
National Guard on the basis of an extr, 
$5 per thousand. Now the company j 
dividing these pilots into two age groups, 
At ages 30 and over the extra premium 
stays at $5. At ages 29 and younger the 
extra premium is increased to $7.50 per 
thousand. 

Scheduled passenger air service regu. 
larly offered between specified airports 
either by a common carrier or by a U.S, 
Government transport service will con- 
tinue to be disregarded as an underwrit. 
ing factor, not only with respect of life 
coverage but also disability and acc. 
dental death benefits. 





B. T. Abbitt, agency assistant, and 
F. R. Beitman, of the Indianapolis 
agency of Prudential were honored ata 
dinner marking 20 years of service. 








Aid Assn. on 








Shown here is the archi- 
tect’s drawing for the $2,- 
250,000 10-story building 
which Aid Association for 
Lutherans will construct 
adjacent to its present 
home office at Appleton, 
Wis. It will take about two 
years to complete. The 
building will have an 80- 
foot frontage and will be 
150 feet deep. The associa- 
tion will occupy all but the 
first floor. The building 
will be of concrete and 
steel with brick facing to 
harmonize with the present 
home office building. On 
the 10th floor there will be 
the executive offices, law 
library, reception center, 
archives, directors’ room 
and a small dining room. 
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stg Valuable A. & H. Sales Pointers Are 
¢ caeif Presented at St. Louis Congress 


sT. LOUIS — Nearly 100 A. & H. 
men attended the sales congress pre- 
sented by A. & H. Underwriters Assn. 
of St. Louis. Pearce H. Young, Gen- 
Life, sales 


eral American ; congress 
chairman, was confined to his home by 





iJIness and W. Stanley Stuart, associa- 
tion president, also with General Amer- 
ican, presided. me: eee 

J. Dave Soper, of Sun Life of Canada, 
opened the congress with a talk on 
“Prospecting,” in which he applied life 
insurance ideas to the selling of A. & H. 
insurance. Mr. Soper also. brought 
oreetings from General Agents & Man- 
agers Assn., Life Underwriters Assn. of 
St. Louis and St. Louis C.L.U. 

He advised agents to be ever on the 
alert for men of income and evidence 
of income, because “you can’t sell a 
man if he can’t pay.” He then defined 
a prospect aS a person who can be 
approached by the agent, has a need for 
the protection, can pass the physical, 
moral and financial qualifications and, 
of course, will respond to a properly 
presented sales talk, with ability to pay 
as the primary attribute. 


Living Side of Picture 


Oscar Kiefer, Aetna Life, 
“The Living Side of the Picture,” bring- 
ing out the relation of A. & H. protec- 
tion to “peace of mind.” He advocated 
the use of visual aids in selling, and said 
he uses A. & H. insurance as an entry 
for the sale of life insurance or other 
insurance for meeting various casualty 
situations. He stresses the need for 
adequate protection in relationship to 
the earning power of the prospect. 

Mr. Kiefer said he believes in “selling 
our claim department,” even giving the 
names of the persons in it who will 
serve the policyholder in the event of 
a claim. 





it, and are 

napolis Rea on Ringing Doorbells 

ed ata Charles E. Rea of Toronto, general 
aces agent of Provident Life & Accident, a 


member of the Ontario parliament and 
the first Canadian to be elected to the 
executive board of the International as- 
sociation, talked on “I Ring Doorbells.”’ 
He said he chose that subject because 
he believes there is a tremendous poten- 
tial field of prospects for A. & H. pro- 
tection right in the home. “They are 
men that you cannot reach during the 
day,” he continued. “Many of them 
have good jobs and are making excel- 
lent money, but are working perhaps 
with a firm that does not allow them to 
have interviews at their place of busi- 
ness.” He said experience has shown 
that the best time to ring door bells is 
between 10 a.m. and noon, 2 to 4 p.m. 
and from 7 p.m. on. 

The first step in a door bell ringing 
round is to select the type of policy to 
be sold. For home calls perhaps it is 
best to have a hospital plan, or a surgi- 





a special accident plan, but it should be 
some plan where the entire family can 
be covered under the one policy, he 
said. Next he picks the street to be 
worked. It should be in a territory in 
which sales should result, perhaps a 
section peopled by well paid mechanics 
and other workers. 

_ “When you turn into the walk lead- 
ing from the street to the house start 
whistling,” he continued. “It has been 
proved that a man who is whistling 


17% more answers to the door than the 
man who does not whistle.” 

He advised skipping three or four 
houses, so that the women watching 
through the windows will really believe 
that it is a survey and not just another 
house-to-house canvas. Never give the 
woman the full details of the plan to 
submit to her husband, he suggested, 
Since that usually results in a complete 
turndown. The trick is to arrange a 
conterence with both the woman and her 
husband, suggesting a convenient time, 
that evening if possible. 
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when he is approaching the door gets | 


Dr. Armand D. Fries, president St. 


Louis Medical Society, spoke on “Com- 
pulsory or Voluntary?” dealing with 
the menace and dangers of compulsory 
government health proposals. 

The concluding speaker was George 
F. Stevens of Travelers on “How to 
Sell.’ His talk was primarily limited 
to the sale of accident insurance, “for 
we believe that if we can sell the acci- 
dent, they will buy the health coverage.” 
He then gave his own methods for han- 
dling the approach, the presentation and 
the close, the sale itself and the basic 
objections that are always to be antici- 
pated: No problem, no confidence, no 
money, and no hurry. 

The program concluded with the 
showing of General American Life’s 
educational sales film, ‘Oh, Henry,” 





Crossley Is Dineen Aide 


Howard F. Crossley of Jamestown, 
N. Y., has joined the New York de- 
partment to assist in handling problems 


Andersen & Co., public accountants, and 
served as assistant to the actuary of 
Empire State Mutual Life of Jamestown. 
In January he was graduated magna 
cum laude from Syracuse University 
college of law. 


Private Plans Cover 860,000 
Under N. J. TDB Law 


Private disability benefit plans in New 
Jersey cover 860,000 employes, or about 
50% of the total, according to figures 
of the state division of employment 
security. There are 42,000 employers 
subject to the law. Of the 16,058 private 
plans, 15,259 are insured, 152 are self- 
insured, 441 operate under a manage- 
ment-union agreement, and 206 are 
plans that were in existence before the 
law went into effect in June, 1948 and 
will not terminate until the contracts 
expire. Benefit payments are running 
slightly ahead of last year. 


William E. Walsh, vice-president 
Equitable Society, spoke at a forum on 
air transportation sponsored by the 
New York Board of Trade. He de- 
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passengers making scheduled flights. He 
also mentioned that life company per- 
sonnel are extensive users of aviation in 
their traveling. 


Union Mutual Trains 


The first course in the two-part ad- 
vanced training program of Union Mu- 
tual Life was completed by 12 repre- 
sentatives who spent almost two weeks 
at the home office. They were addressed 
by officers of the company and by Keith 
C. Coombs, manager of the social se- 
curity administration at Portland. 





Northern Trust Life Trial June 5 
The mail fraud case against Northern 

Trust Life of Aurora, mail order A. & H. 

insurer, is scheduled to go to trial before 


Federal Judge Campbell in Chicago, 
June 5. 

It appears unlikely that the case 
against the former Westminster Life 


will be reached during the present term. 


Phoenix Mutual Life has bought three 
mid-town New York City office build- 
ings for investment at a reported price 
of more than $3 million. 
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HOW TO SELL “DBL”’ 


Get in touch with Eubank & Henderson! Your 
prospects—and you—will be pleased with 1) our 
attractive, easy-to-read sales proposals, 2) our 


simplified application forms. 


And you, particularly, will be pleased with 1) our 
DBL handbook that describes Prudential policies 
to fit all needs, contains premium rates, and gives 
valuable sales information, 2) our well-known, no- 
charge, ‘““know-how”’ service. 


In other words, a telephone call or a postcard will 
bring you the sales tools and cooperation you need 
to sell DBL. Only eight weeks—until July 1— 
Don’t Be 


remain in which to sell DBL business. 
Late! 


Brokerage Specialists 


EUBANK & HENDERSON, MANAGERS 


Downtown Agency 


The Prudential Insurance Company of America 
40 Wall St. — Digby 4-0040 — New York 5, New York 


For Sales' Sake — Watch These Ads 

















THE 


NORTHERN LIFE INSURANCE COMPANY 





Provides its Underwriters — 


Generous First-year Commissions 

Full Renewals to the 15th Year 

Group Life-Accident-Health Protection 

A Life Income Pension Plan 

Prize-winning Sales Helps 

A FULL Sales Kit, Including Life, Accident, Health, 
Hospitalization, Group Life, Group A & H, Salary 
Savings 


Managerial Openings in Newly-opered Midwestern Territory. Write 
Direct to Home Office; L. J. Myklebust, 940 Des Moines Bldg., Des 
Moines, lowa; or H. C. Vollmann, 4434 North Dover Street, Chicago 
40, Illinois. 





NORTHERN LIFE 
INSURANCE COMPANY 


Established 1906 
D. M. MORGAN, President 
Home Office: Northern Life Tower 
Seattle, Washington 
* 


LIFE * ACCIDENT * HEALTH 


Issued together at a substantial saving, 
or separately 








Management 


Be Tailored to the Agency 


The organization of the agency man- 
agement team must be tailored to the 
territory it will 
cover, the type of 
organization to be 
developed, and the 
personality of the 
manager directing 
itt Charles W. 
Campbell, manager 
at Newark for Pru- 
dential, said in a 
talk before the 
New York City 
Life Managers 
Assn. and delivered 
later before the 
Midwest Manage- 
i ment Conference at 
French Lick Springs. Agency plans 
should include an immediate and long 
range program, he said, and provide for 
the delegation of authority and respon- 
sibility to staff members. 

Mr. Campbell’s agency handles ordi- 
nary and group production in 13 coun- 
ties of northern New Jersey. It has an 
annual production of about $25 million. 

The first task of a new manager, said 
Mr. Campbell, is to make a thorough 
study of his territory and its -buying 
power, and of his present organization. 
Then, he suggested that a long-range 
program covering a period of 10 years, 
and a short one for the year immedi- 
ately ahead, be drawn up. The market 
study indicates the proper location for 
detached offices, the number of agents 
and agency units needed, and the size of 
the supervisory and administrative staffs. 





Cc. W. Campbell 


Complete Job Analysis 


Mr. Campbell believes in complete job 
analysis with each member of the staff 
knowing what his job is, including the 
manager. The manager’s job is to es- 
tablish and maintain a satisfactory work- 
ing relationship with and between all 
members of the supervisory, adminis- 
trative and field staffs. 

The Campbell agency has a business 
management staff composed of old busi- 
ness and new business departments, 
each under a supervisor, and a sales 
management organization. There is an 
associate manager who is one in fact as 
well as in name and who is specifically 
charged with training agents and the 
development of full-time men. There 
are 10 unit assistant managers and an 
assistant manager in charge of group 
sales. Territories are clearly defined and, 
insofar as possible, assistant managers 
are relieved of all administrative detail. 
Their responsibilities are primarily sales 
promotion. 

He said that the job of manager is too 
big, too complex, and too important to 
operate without a clear-cut plan. It can 
be executed only through capable asso- 
ciates, carefully selected, well trained, 
closely supervised, and with duties clear- 
ly defined. 

The greatest problem is where and 
how to obtain capable assistant man- 
agers, he stated. If the agent is suc- 
cessful he may not want to consider a 
supervisory position unless he can be 
assured of consideration for his own 
agency within a reasonable time. The 
best source of assistants is within the 
agency. He mentioned that some man- 
agers who fear an immediate loss of 
production hesitate to recommend capa- 
ble associate managers for promotion 
to manager, and for the same reason 
hold back from promoting a successful 
agent to a supervisory job. Mr. Camp- 
bell believes that this is shortsighted. 
He said that promotion within an or- 
ganization creates a vacuum and that 
a vacuum is the strongest known force 
of induction. Promotions occasionally 
upset the functioning of an operation, 
he admitted, but the agency quickly re- 
covers and moves ahead because all its 
members are convinced that there is an 
opportunity for them within it. 

Just as the agent needs the counsel of 


Team Must 


his assistant manager so the latter needs 
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the advice of the manager, he said, He 
has developed a special weekly report 
form in which the assistant manage 
describes the work he has done with his 
agents. The manager must go oye 
these reports to keep in close touch with 
the individuals in his organization. The 
report also is helpful to the assistan; 
manager because he must sit down each 
week and take stock of each of the me, 
for whom he is responsible. 

Mr. Campbell believes in careful ang 
detailed advance planning of all agency 
activities. Regular conferences are held 
with assistant managers, though not too 
many to interfere with work. He does 
not believe in recruiting a man without 
bringing the assistant manager into the 
picture in the early stages. He said he 
doesn’t think it is fair to recruit a man 
whom the assistant manager has had no 
choice in selecting and hand him over to 
him for training and supervision. The 
agent is responsible to his assistant 
manager and there is no crossing this 
line of authority by manager to agent 
or vice versa. 


Confer on Problems 


If an agent is not making satisfactory 
progress a conference is arranged with 
the manager and the assistant and asso- 
ciate manager. At this conference an 
attempt is made to diagnose the agent’s 
problems. The agent is asked how the 
agency has failed to meet its responsi- 
bilities. Suggestions that the agent work 
harder or plan his work better. are not 
sufficient. The management staff must 
be specific and definite in offering a solu- 
tion and arrangements must be made 
to follow through and see that the rec- 
ommendations are carried out. 

The supervisory staff is also called in 
whenever the problem of eliminating 
agents arises. Several questions are dt 
rected to the management team. Has 
management done all within its power 
to develop the agent properly? Was he 
given adequate training, both academic 
and on the job? Was he carefully su- 
pervised? Will it be to his advantage, 
and ours, for him to seek other employ- 
ment? 

The suggestions of agents are con- 
stantly sought and, where possible, ac- 
tion is taken. Mr. Campbell likes his 
agents to have the feeling that they have 
a part in the management of the agency 
and to know that their suggestions will 
not only be heard but welcomed. 


“Employe” Definition 
Substantially What 
N.A.L.U. Was Seeking 


The action of the Senate finance com- 
mittee in designating full-time life in- 
surance salesmen as employes for the 
purposes of the social security Dill is 
substantially what National Assn. of 
Life Underwriters requested. The ac- 
tion on H.R. 6000 is not final but there 
is now no opposition to bringing agents 
under the law. There is still some tech- 
nical dispute over how it should be 
done. The provision will exclude from 
coverage part-time agents, brokers and 
“one-case” men. There was some sup- 
port for an economic reality test in the 
bill but it never made much headway. 








McConney Houston Speaker 


E. M. McConney, president of So- 
ciety of Actuaries and president of 
Bankers Life of Iowa, addressed a din- 
ner gathering of Actuaries Club of 
Texas at Houston. 

Discussion of problems that have 
arisen in complying with the Texas in- 
surance laws and standard non-forfeiture 
legislation was led by M. E. Martindale, 
actuary Texas board of commissioners. 
The club has changed its name to Actu- 
aries Club of the Southwest. 
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House Committee 
Rips NSLI Act and 
Its Administration 


WASHINGTON—The national serv- 
ice life act and its administration are 
severely criticized in a report from the 
staff of the House expenditures subcom- 
mittee investigating NSLI. It hits at 
“extravagances and _ inefficiencies of 
operation which, can ibe corrected ad- 
ministratively,” including: | ; 

1. Veterans administration failure to 
refund to the government excess pre- 
miums paid by it on aviation cadets’ 
policies. ; , 

9, Charging accrued interest claimed 
because of delays in transferring money 
from the NSLI appropriation to the 
NSLI fund in settling extra hazard 
cases, Which charges the act does not 
authorize. 

3 VA administrative costs “appear 
exorbitantly high,” and have been in- 
creasing while the number of policies 
has decreased, and “there are indications 
of administrative inefficiencies.” 


Hits 3% Treasury Bonds 


The report criticizes Treasury pay- 
ments of 3% interest on NLI fund in- 
vestments, when the current interest 
rate on government obligations gener- 
ally is slightly over 2%. 

The report enumerates “extravagances 
and inefficiencies in operation” which 
may require such legislative correction, 
it is suggested, as: 

1. Employment of a “proper and ac- 
curate mortality table, with respect to 
the calculation of premiums and annui- 


ties. 

29 “Method of determining whether 
deaths, or disability justifying premium 
waivers, are attributable to ‘extra haz- 
ard’ conditions.” 

The staff study in 25 pages has at- 
tached reports of Comptroller General 
Warren attacking NSLI administration. 
The report reviews NSLI history. The 
“naradox” of NSLI, it says, is that it 
“is a combination of gratuities and mu- 
tual insurance—hybrid.”’ 


Two Mortality Tables 


Because of the use of two different 
mortality tables under NSLI, $502 mil- 
lion deficiency appropriations have been 
made. Payment of extra hazard disabil- 
ity premiums causes “pyramiding of 
costs” to the government. The interest 
differential referred to above is charac- 
terized as a “subsidy.” totaling $210 
million over the period 1940-49, that 
“merely had the effect of increasing the 
1948 dividend proportionately.” 

All naval academy midshipmen get 
$10,000 NSLI free, but military and 
coast guard academies’ cadets do not. 
Over-all cost to the government of in- 
suring aviation cadets since 1935 1s 
estimated at over $100 million. This 
“actual insurance” is at least 15.3% in 
excess of $10,000 “if paid on an an- 
nuity basis.” 


Free Coverage Cheaper 


If the government had supplied $10,- 
000 gratuitous insurance to naval avia- 
tion cadets from 1940 to 1950 the re- 
port estimates the total cost would have 
been “about $4 million less.” It esti- 
mates total NSLI administrative costs 
1940-50 at “about $1 billion.” Total cal- 
culated costs for 1950 of over $80 mil- 
lion exclude Department of Defense and 
coast guard costs. Armed forces NSLI 
costs are estimated at $9,369,000. Many 
armed forces reports “have advocated 
gratuitous insurance,” the study says. 

Administrative cost per NSLI policy 
plus cost to armed forces, is estimated 
at $14 per year compared to $8.49 cost 
per policy of “the five largest commer- 
cial” companies. Broad powers granted 
to the VA administration are criticized 
and should be reconsidered “in the light 
of experience with the objective of fiscal 
Savings,” the report says. 


600 Throng IIl. 
Federation Annual 


There were more than 600 represen- 
tatives of all branches of the insurance 
business present at the annual luncheon 
of Insurance Federation of Illinois to 
hear Governor Stevenson appeal for 
more interest on the part of business 
men in the problems of their state gov- 
ernment. Mr. Stevenson delivered an 
accolade for Insurance Director Hershey 
who introduced him as a speaker, point- 
ing out that under Mr. Hershey the 
department has reached a new level of 
efficiency and at the same time it has 
reduced the annual expenditures by 
$200,000 and has pared off 30 unneces- 
sary employes. 

The previously announced slate of 
federation officers was elected unani- 
mously including John A. Henry, gen- 
eral attorney of the Continental com- 
panies, president, and Harry H. Fuller, 
deputy U., S. manager of Zurich, 1st 
vice-president. Lillian L. Herring was 
reelected executive secretary and treas- 
urer. 

Governor Stevenson commented that 
too many business executives operate 
on the theory that government is a 
necessary evil and are only interested 
in strengthening the state government 
when there is a threat of federal super- 
vision. He welcomes the suggestions 
of business men who can help the state 
solve its terrific financial problems. 

Chase M. Smith, general counsel of 
Lumbermen’s Mutual Casualty, as chair- 
man of the resolutions committee, pre- 
sented his usual display of wit in a testi- 
monial to Leo D. Cavanaugh, president 
of Federal Life, retiring president, who 
is now chairman of the federation. Mr. 
Henry, the new president, then pre- 
sented a watch to Mr. Cavanaugh for 
the membership. 


Mutual Will Open Chicago 
Investment Headquarters 


A regional investment office in Chi- 
cago has been established by Mutual 
Life of New York. 
Henry Verdelin, 
vice-president, will 
establish headquar- 
ters in the First 
National Bank 
building and will 
begin operations on 
June 1. The ter- 
ritory to be covered 
at the outset will 
comprise the Mis- 
sissippi Valley. 

Mr. Verdelin has 
been vice-president 
and manager of the 
real estate depart- 
ment for Mutual Life since 1940. Pre- 
viously, he had been assistant vice-pres- 
ident of the First National Bank & 
Trust Co. in Minneapolis. 

Mr. Verdelin is a member of the 
Minnesota bar. He is a veteran of the 
recent world war. 


High Court OKs Exclusion 
of Military Aviation Risk 


WASHINGTON—The Supreme 
Court has denied certiorari in No 651, 
Burns vs. Mutual Benefit Life. Peti- 
tioners argued that the aviation exclu- 
sion clause was meant to cover only 
civilian aviation and that under the 
Michigan law at the time the policy was 
issued military aviation could not be 
excluded. Both lower courts upheld the 
company. The case was summarized in 
the March 31 issue of THE NATIONAL 
UNDERWRITER. 





Henry Verdelin 








Jacob W. Shoul, Boston, held first 
place among Mutual Life producers 
during the first quarter of 1950. Charles 
Schiff and Robert H. Goffe, Jr.. New 
York, ranked second and third. 
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“Week at 
The Waldorf” 


Members of Guardian’s Leaders Club will come to 
New York from all sections of the country next 
month. The occasion—Guardian’s 90th Anniversary 
Convention at New York’s famed Waldorf-Astoria 


Hotel. 


A company convention is always a high spot for 
our field men. The meetings give them an opportu- 
nity to renew old friendships and form new ones with 
other Guardianites, to discuss common interests with 
their home office associates, and to relax in a friendly, 


homey atmosphere. 


And the business sessions provide plenty 
of fresh ammunition and new enthusiasm to 
help Guardian Leaders achieve even greater 
success in their chosen career — life under- 


writing. 


GUARDIAN 


LIFE INSURANCE COMPANY 


OF AMERICA 


50 Union Square New York 3, N. Y. 
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An Implied Slur That Needs Retuting 


Not the least valuable result of pen- 
sion conferences such as the National 
Assn. of Life Underwriters recently ini- 
tiated at Chicago is*that they help to 
eradicate from the mind of the pension- 
buying executives the idea that life com- 
panies operate on a slip-shod basis that 
causes them to be more costly than non- 
insured plans. 

Some proponents of non-insured plans 
have been claiming savings as high as 
20% compared with insured pensions. 
Even allowing for the fact these plans 
provide no insurance at all and can't 
compare with life company plans in 
soundness, any alleged savings of the 
order of 20% are wild guesses. The dan- 
gerous part of them, however, is not just 
that they will be accepted by credulous 
business men but that these same busi- 
ness men, and others they talk to, will 
get the idea that life companies could do 
a lot better than they do in managing 
all the funds entrusted to them. 

There have been a good many com- 
plaints that advocates of non-insured 
plans bear down heavily on the fact that 


insured plans have to pay a premium tax 
in many states on pension contributions 
while trusteed plans do not. Many in- 
surance men are inclined to be not too 
concerned about this type of competi- 
tion, since it helps focus attention on 
the unfairness of burdening life com- 
panies with this tax on pension con- 
tributions and increases the chances of 
its elimination or modification. At its 
worst, the premium tax differential is 
readily explainable and is certainly no 
reflection on the insured plans and the 
way they operate. 

But the big part of the expense sav- 
ings claimed for non-insured plans is 
the implied accusation of extravagance 
in handling policyholders’ money. Much 
as the life companies would like to get 
pension business, it may well turn out 
that the biggest contribution of such 
meetings as N.A.L.U. held in Chicago 
is to straighten out the public’s thinking 
about life insurance expenses. If there 
are other ways of correcting this con- 
ception they might well be investigated 
and followed up. 


Business, A Part of the Community 


The notion has grown up that busi- 
ness peculiar, that it 
separate from or foreign to the rest of 
the community, a kind of island in the 
society. The error this conception 
and the danger of it was pointed out 
Frank W. Abrams, chairman of 
Standard Oil of New Jersey, in a talk 
at the 50th anniversary of New York 
University school of commerce. 

What good for the American 
people is good for business, he said. 
The welfare of the whole society is a 
legitimate and necessary concern of all. 
The long run objectives of business are 
constructive and _ beneficial, These 
objectives appear to be narrowly selfish 
to those look at them ex- 
clusively in the very short view. Busi- 
ness depends upon a prosperous and 
healthy community. Any business which 
willfully seeks advantage against the 


somehow is 


1s 


of 


by 


is 


only who 


public interest is very foolish and can- 
not well look forward to a very long 
future. 

It is an easy habit to talk about busi- 
ness and industry as if the people en- 
gaged in those occupations were a race 
apart. But in the United States busi- 
ness and industry are part of the fabric 
of the country’s culture and existence. 
There are more than 3,900,000 separate 
and distinct private enterprises in the 
country, excluding farms, which means 
there is a separate and independent 
business for every 40 people. It is im- 
possible to the business ele- 
ment and treat it as if it were an isolated 
community with interests and needs 
quite different from the rest of the na- 


separate 


tion. This inclination has gone so far 
that some people really believe you can 
hurt American business and industry 


without hurting the American people. 








pressure to take such action because the 
New York TDB set-up requires union 


negotiation before a private plan can 
be adopted. 

Bringing the union into the deal 
makes two sales necessary instead of 


one, but there is conceded to be a meas- 
ure of justice in letting the employes 
say what they want, since it is their 
money, at least in part, that is involved. 

One effect of Hoffman’s mandate 


should be to head off any move on the 
part of unions to favor the state plan 
against the private plans on Strictly 
ideological grounds even though prj. 
vate plans provide higher benefits. Em. 
ployers and private insurers ran into 
this difficulty in California with the 
AFL but the boycott is weakening jn 
California because the private plans 
give the employe substantially greater 
benefits than under the state Pe 











__PERSONAL SIDE OF THE BUSINESS — 





O. A. Krebs, general agent of Aetna 
Life at New York City, is in Europe 
on a vacation and will return the latter 
part of May. 

Bernard Ejiber, general agent of Mu- 
tual Trust Life at Brooklyn, has an- 
nounced the birth of a son, Bruce. 


T. J. Griffin, treasurer of Washing- 
ton National, has completed 50 years 
with that company and predecessor in- 
stitutions. He started at Michigan Mu- 
tual of Detroit as office boy after attend- 
ing what is now University of Detroit. 
He gained experience in several depart- 
ments and developed a liking for the 
investment field, and he has been en- 
gaged in that department of the work 
ever since. He eventually became treas- 
urer and a director of Michigan Mu- 


tual, That company was purchased in 
1927 by the old National Life, U.S.A. 


and he later became treasurer of that 
company. He stayed on through the 
merger of that company with Hercules 
Life and the acquisition of Hercules by 
Washington National in 1938. He has 
been treasurer of Washington National 
since 1942. 

A dinner will be given at Tiffin, O., 
May 5 honoring Vernon Brown, Ohio 
State Life’s leading producer in 1949 
and the first to qualify for the 1950 
President’s Club. He is attached to the 
Marion agency, of which E. G. Siefert 
is manager. A number of home office 
people will attend. 

Perry S. Bower, assistant general 
manager and treasurer of Great-West 
Life and president of the Dominion 
Mortgage and Investment Assn., gave 
the keynote speech at the annual meet- 
ing of the association at Toronto this 
week. 

Vincent Saccardi, manager for Metro- 
politan Life at Washington, D. C., has 
been reappointed for a three-year term 
to the jury commission by judges of 
district court there. 

Paul H. Kremer, 
agent of Penn Mutual Life at Mil- 
waukee and now with the Robert A. 
Ayrault agency as a producer, has com- 


former general 


ported for duty May 1 at the Ilinoig 
State Office building, Chicago. He was 
greeted by five out of state commission. 
ers attending a meeting of the subcom- 
mittee on reinsurance, but Mr. Tollack 
received little more than a_ welcome 
since it was discovered that no provision 
had been made for his coming and he 
was without an office. Temporarily, he 
has taken up quarters with the Illinois 
department until arrangements are made 
for setting up a permanent office in the 
building. 

Fred Story, Wichita Falls, Tex., gen- 
eral agent of United Fidelity Life, has 
been named moderator of Dallas Presby- 
tery. 

Verlin Harrold, general agent for Lin- 
coln National at Fort Wayne, Ind., was 
injured in an automobile accident while 
driving to the Mid-West Management 
Conference at French Lick, Ind. He 
lost control of the car and it went of 
a steep embankment. He was found 
partly submerged in a stream at the 
bottom of a ravine by passing motor. 
ists and was taken to the Paoli hospital, 
where it was determined that he was 
suffering from a broken ankle, multiple 
bruises and shock. He is now resting 
at home. 

Henry F. Chadeayne, comptroller of 
General American Life, is currently 
serving on the board of freeholders of 
St. Louis which is writing a new char- 
ter for the city. 








Guardian Hobby Show 


Close to 100 entries of handicrafts 
and collections in 10 categories are on 
exhibit this week in the first hobby show 
held by the home office staff of Guar- 


dian Life. Miss Mary Gaillard, chair- 
man of the Guardian advisory board, 
heads the arrangements committee. 


Merit certificates for the leading entries 
in each category were awarded. 


Little Rock C.L.U.’s Elect 


Little Rock C.L.U. chapter has elected 
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~ DEATHS 


eS 
EDWARD D._ FIELD, 71, retired 
vice-president of National Life of Ver- 
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mont, died at his 
winter home in 
Sarasota. He re- 
tired in 1949 after 
having been with 
the company 51 
years. He started 
ys an actuariak 
clerk. After serv- 


ing for 10 years as 
secretary to the 
president, he was 
made superintend- 
ent of agencies in 

1911 and 2nd_vice- 
president and su- 
pervising under- 
writer in 1912. For several years he 
served on the executive committee of 
the Life Agency Officers Assn, and was « 
chairman in 1922. He ‘became vice- 
president of National Life and insur- 
ance committee chairman in 1934, 

WILSON WILLIAMS, 87, dean of 
New England Mutual Life’s general 
agents, died suddenly at his home in 
New Orleans of a heart attack. He had 
heen Louisiana general agent for 38 
years. He was a past president of the 
company’s general agents association, 
past president of Life Underwriters 
Assn. of Louisiana and a past vice- 
president. of National Assn. of Life 
Underwriters. 

GEORGE HOFFMAN, 74, associate 
manager of the Walter W. Grosser 
agency of Guardian Life at Chicago, 
died at his home in Wilmette. 

Mr. Hoffman started with Security 
Mutual Life at Philadelphia and in 1908 
moved to Chicago as general agent for 
that company. Later he went with 
Northwestern National as Chicago gen- 
eral agent, in 1912 resigning to become 
a broker for Phoenix Mutual. He was 
appointed general agent for Guardian 
Life at Chicago in 1915 and relinquished 
that title in 1941 when he reached retire- 
ment age. 

Mr. Hoffman was at one time a direc- 
tor and active participant in the affairs 
of Chicago Life Underwriters Assn. 

FRANK W. LLOYD, former man- 
ager of the Hartford branch of Trav- 
elers and for 12 years comptroller and 
business manager of Notre Dame Uni- 
versity, died at his DeBarry, Fla., 
home. Born in Cleveland, he went to 
Hartford as a young man, joining Trav- 
elers. He later became secretary-treas- 
urer of Associated Companies of Hart- 
ford and comptroller of Standard Acci- 
dent. 

FRANCIS J. C. DONOHUE, 
who had been active in insurance 
many vears, died in Hartford at St. 
Francis Hospital after an illness of 
three months. He had been manager 
of the field office of the Hartford county 
social security board since 1937. Before 
that he was with Travelers in group 
insurance and as a general agent. 


GILBERT S. HARRIS, registrar Vol- 
unteer State Life, died after an extended 
illness. He was the oldest home office 
employe in length of service, having 
joined the company in 1909. 

WILLIAM B. THOMAS, 44, assistant 
manager of the home office agency of 
Union Central Life for 10 years, and 
formerly manager of the change divi- 





Field 


E. D. 


58, 
for 


sion at the home office, died at Cincin- 
nati after an illness of several months. 
He was a graduate of Yale. 

CHARLES G. MULLEN, 64, vice-presi- 
dent Gulf Life, died at Tampa. He pub- 
lished the Florida Grower Press and 
at one time published the Lakeland 
Ledger. 

ARTHUR G. POWERS, head of the ac- 
cident policy construction division of 
Aetna Life since 1920, died at Hartford 
Hospital. He was stricken two months 
ago shortly after his 50th anniversary 
with the company. He was well known 
as a bird fancier and chess player. He 
operated a general insurance agency in 
West Hartford. 


Iowa Life has promoted O. L. Carl- 
son, for two years general agent for 
Iowa Life in Dickinson county, to re- 
gional sales supervisor for northwestern 
Iowa. Mr. Carlson’s agency led the state 
in percentage of life quota during the 
past year. He is a navy veteran. 


OBSERVATIONS 


Better to Be Cramped 


An agency that is a little cramped for 
space is better off than one that has 
several extra vacant desks, says one 
general agent. 

An agency with extra space not only 
costs more money for rent, he says, but 
it has a psychological effect on recruit- 
ing. ‘A manager with extra desks is 
more inclined to take on an agent of 
doubtful ability if he’s got the space for 
him, All he has to worry about is the 
extra phone bill and, of course, financ- 
ing, if it is used. If the agency is 
crowded, the general agent will think 
twice before putting on a doubtful agent. 
A thing to do in recruiting is to ap- 
proach it with the idea that the general 
agent has to get rid of one agent if he 
is going to put another one on. That is 
the way it will be if he has no extra 
desk space. If he is increasing the size 
of his agency, of course, he needs room 
for expansion. 


Finds Ads Useful 


A $24 ad run three times in an eastern 
newspaper to recruit new agents drew 
87 replies, 35 of which were from men 
worth interviewing, of which 25  re- 
ported. Two of the men are in process 
of getting released from their present 
employer and will be taken on as agents. 

The general agent who ran the ad 
wrote a policy with a $476 premium on 
one of the men who answered and on 
another a $400 premium case is pending. 
Neither one was recruited. A $90 ad 
in another publication with a circula- 
tion of about a million drew 138 re- 
plies. The proportion of recuits ob- 
tained from those replying to adver- 
tisements is not high but the cost is 
not high either. Many general agents 
like to advertise because it keeps ap- 
plicants coming to their office. This 
keeps the general agents’ minds on the 
recruiting problem. 


Builders of Men 


Observers draw a distinction when 
they say there is a trend toward the 
establishment of managerial or branch 
office agencies as contrasted with the 
general agency. They say that what is 
happening is an amalgamation of the 
two types, not a trend to the mana- 











gerial setup. The present organizations 
give the home office far greater and 
much more effective control than in 
former years. This is true whether the 
title of general agent or manager 1s 
used. Companies are spending much 
money on training systems and in fi- 
nancing a higher percentage of re- 
cruits. The home office wants to know 
where its money is going. It wants to 
control selection and training. The man- 
ager or general agent is increasingly 
regarded as a builder of men rather than 
an exceptionally good, outstanding pro- 
ducer. If he has time to combine the 
two talents all is well. Usually he can’t, 
however. Many companies, though they 
may make a special arrangement for a 
general agent who is an outstanding 
producer, like the agency head who can 
recruit and train new men in addition 
to getting the most out of the staff he 
has. He isn’t supposed to set the pro- 
duction pace as he did formerly. 


Big Frogs in Small Ponds 


An association official who has done 
considerable traveling throughout the 
country over the last 25 years says that 
he is considerably impressed by the 
growth of smaller companies in the past 
few years to a point where they have 
become the dominant life insurer in their 
area. Companies less than 25 years old 
have the greatest amount in force in 
a number of states and write more busi- 
ness than the giant companies which 
may have been writing business there 
for 75 years. Big companies are kept 
on their toes competitively in keeping 
up with smaller companies that concen- 
trate on an area and get very well known 
in it though they may not be a signifi- 
cant factor on a national basis. 

This official says that the small com- 
panies are not bound so much by tradi- 
tion and have fewer people and ideas 
to change when it comes to adopting a 
new practice. In addition they profit by 
the mistakes the older companies made 
years ago. 


Influence of Directors 

Not long ago one company was de- 
ciding whether to build a home office 
in a congested metropolitan area where 
ground rents come high and construc- 
tion and occupancy costs are in propor- 
tion. In spite of many favorable argu- 
ments for moving into a smaller com- 


munity, the high-priced location won 
out because two directors want the 
home office conveniently located for 


attendance at directors meetings. 





Metropolitan Measures Divorces 

Metropolitan Life statisticians have 
turned their machines on the problem 
of divorces in the United States and 
demonstrated what while divorces in 
families where there are children is more 
common than generally realized, the 
relative frequency of divorce’ for 
couples with children was shown tobe 
only about one-half of that for couples 
without dependent children at the time 
of divorce. 

The Metropolitan mathematicians have 
determined that about 1,200,000 persons 
were involved in divorces granted in the 
United States in 1948. This total in- 
cludes 313,000 children of broken mar- 
riages who were under 21 years of age 
when their parents were divorced. Of 
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in offering special services for group policy- 


owners thru its unique Salary Savings Plan. 
Represented only by full-time fieldmen. 
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421,000 absolute decrees granted, 42% 
were to couples with children. 

The Metropolitan study showed that 
the more children there are in a family, 
the less likelihood there is of divorce. 





Homesteaders Begin H. O. 


DES MOINES—Ground was broken 
for a new $300,000 home office building 
for Homesteaders Life company in Des 
Moines. The two-story brick and stone 
structure is expected to be completed by 
Nov. 1. 
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Talbott Goes to Dallas as 
V.P. of Jack Cage & Co. 


DALLAS — Jack Cage & Co. have 
named Robert F. Talbott, who has 
been ist vice-president and a director 
of Bankers Security Life of New York, 
to head the Texas firm’s expansion pro- 
gram. 

Mr. Talbott has been named vice- 
president in charge of sales and a di- 
rector of Jack Cage & Co. He had been 
with Bankers Security Life for 10 years. 

Among the companies owned and 
managed by Jack Cage & Co. are Home 











Life & Accident and Southwestern Gen- 
eral Agency. It also controls and man- 
ages Texas Lloyds, which writes sur- 
plus, excess and reinsurance business 
throughout the United States and is 
engaged world-wide in writing insur- 
ance for army and navy personnel and 
government employes. 





3en Williams, training consultant of 
American National, spoke at a meeting 


of Oklahoma General Agents & Man- 


agers. Jacob F. Collar, home office 
supervisor of Phoenix Mutual, will 
discuss “Helping New Agents” at a 


meeting May 15. 
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in Georgia... 





We’re really “at home” 





Our business was started in Atlanta back in 
1891... and we’ve grown with Georgia and its 
people ever since. We now have 1,100 folks, 
Georgians all, serving the “Peach State”... plus 
an expanding agency force serving an ever grow- 
ing number of people in 10 other Southern States. 
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THE COUNTRY’S MOST FRIENDLY COMPANY 
OFFERS. ... 


@ Modern and attractive agent's and general agent's contracts to those looking 


for a permanent connection. 


© Complete line of Life Insurance policy contracts from birth to age 65 with full 
death benefit from age 0 on juvenile policy contracts. 

© Complete line of Accident and Health policy contracts with lifetime benefits. 

@ Individual Family Hospitalization contracts with surgical, medical and nurse 


benefits. 
@ Complete substandard facilities. 
@ Educational program for field man. 


Strong, Progressive Company 
Older than 85%, of all legal reserve life 
insurance companies 
COMPANY'S EXPANSION PROGRAM OFFERS 


Openings in California, Florida, Illinois, Indiana, Kansas, Michigan, Minnesota, Missouri, 
Nebraska, New Jersey, North Dakota, Ohio and Wisconsin. 


NORTH AMERICAN LIFE 


of Chicago 
C. G. ASHBROOK, VICE PRESIDENT — DIRECTOR OF AGENCIES 
NORTH AMERICAN BUILDING, CHICAGO 3, ILLINOIS 





INSURANCE COMPANY 
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AMONG COMPANY MEN 





‘Shatfer 2nd V.-P. of 
Lincoln National 


Harry J. Shaffer has been appointed 
2nd_ vice-president and manager of 
agencies of Lincoln 
National Life, effec- 
tive May 15. 

Mr. Shatter 
joined Union Cen- 
tral in Akron in 
1927. He was pro- 
moted within three 
years to _ district 
manager. He per- 
sonally produced 
$850,000 of busi- 
ness in 1935 and a 
year later joined 
Union Central’s 
agency department. 
He was. assistant 
superintendent of agencies until becom- 
ing its manager at Cleveland in 1944. 

About five years ago Mr. Shaffer be- 
came director of agencies for Paul Re- 
vere Life and Massachusetts Protec- 
tive, later becoming agency vice-presi- 
dent of both companies. 





H. J. Shaffer 





Continental American Ups 
Kretschmer, Reed at H. O. 


Continental American has promoted 
Albert H. Kretschmer, Jr., to associate 
actuary, and Thomas W. Reed to the 
newly created post of underwriting 
secretary. 

Mr. Kretschmer joined the company 
as assistant actuary in 1942. Previously 





Kretschmer 


T. W. Reed A. A. 


he was with ‘the actuarial department 
of Provident Mutual Life. He is a fel- 
low of the Society of Actuaries. 

Mr. Reed has been with the company 
since 1928. He was elected assistant 
secretary in 1937 and has had super- 
vision of the underwriting and policy 
issue departments since that time. 


Nichols New B.M.A. Director 


Miller Nichols, president of. J. C. 
Nichols Co. has been elected a director 
of Business Men’s Assurance, filling the 
position left vacant by the death of his 
father, J. C. Nichols. 


MacDonald Joins Teachers 


Dr. William G. MacDonald has been 
elected medical director of Teachers 
I. & A., succeeding Dr. Eugene F. 
Russell, who is retiring but will con- 
tinue as consulting medical director. 
Dr. MacDonald formerly was on the 
staff of Liberty Mutual. 











Hamner, Mason Promoted 
Equitable Society has appointed as 


assistant divisional group managers 
James G. Hamner, home office, and 


Robert L. Mason, Chicago. Mr. Hamner 
joined the company at the home office 
in 1930, becoming group service super- 
visor in 1943 and assistant to the man- 
ager of group casualty coverages in 
1947. Mr. Mason joined the company 
at Chicago in 1947 after army service. 
He will direct group service in Illinois. 


a 
Prudential Makes 4 Shifts 
In Mortgage Loan Offices 


Prudential has made these Change; 
in its mortgage loan field organization. 

Thomas B. Pattillo, who heads the 
Texas regional office at Dallas, become, 
assistant general manager in the mort. 
gage loan department of the new south, 
western home office to be erected jp 
Houston. He has been in the real esta, 
business for more than 30 years, 
them with Prudential. 

Emmet McGauly succeeds Mr, Py. 
tillo at Dallas. He has been with Pry. 
dential since 1935 and for 2% years has 
ia the regional office at Richmonj 

a. 

Theodore A. Sedam, resident map. 
ager at Washington, succeeds \; 
McGauly. He was an advertising execy. 
tive prior to joining Prudential ag , 
mortgage loan inspector in 1933. 

Clarence Johnson, a supervising ap- 
praiser at Richmond office, succeeds Mr 
Sedam as resident manager of the 
Washington branch. 


Slotten Takes New Post 


Rollie Slotten has been  appointej 
home office supervisor for National Life 
of Des Moines. He has been regional 
sales director of Iowa Life for foy 
years, 
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MANAGERS 


N. Y. Round Table Ends 


New York City Life Managers Assn, 
concluded its series of round tables 
with a reception and dinner attended by 
agency supervisors. Charles W. Camp- 
bell, manager at Newark of Prudential, 
spoke on the organization of the man- 
agement team. His talk is reported else- 
where in this issue. 

Louis W. Sechtman, Aetna Life, pre- 
sided. He presented a testimonial scroll 
to Harris L. Wofford, former Pruden- 
tial manager who has resigned from the 
association since returning to personal 
production. Mr. Wofford is immediate 
past president of the association. 

Lambert M. Huppeler, New England 








Mutual, who was moderator of the 
round-table forums, was presented a 
cocktail set by Edward McCamphill, 


Aetna Life. 





Supervision Is Discussed 


Austin (Tex.) Life Managers Club 
discussed problems of supervision, with 
Earl Renke, Metropolitan Life, as mod- 
erator. The study considered problems 
of the new man, avoidance of a slump, 
overcoming discouragement of the new 
man and guidance for the older man 
who may have his difficulties. 





Donald E. Hanson, superintendent of 
agencies Aetna Life, will discuss man- 
agement and manpower at the May 9 
luncheon meeting of the New York 
City Life Supervisors Assn. 





Louis P. Gepford, New York Life, 
becomes president of the Toledo Life 
Managers Assn., replacing William R. 
McKemie, Acacia Mutual, who resigned 
to move to Tampa as Acacia’s managef 
there. 








Managers Committee Meets 


The general agents and managefs 
committee of Ohio State Life met at 
Columbus to discuss proposed new 
policy forms and plans for the next 


agency convention. On the committee 
ate E. G. Siefert, Marion, chairman; 
Carl Adams, Cleveland, secretary: 
C. McFarland, Cincinnati; J. Earl Pul- 
len, Toledo, and R. G. Leuzinger, 
Columbus. 
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Gravengaard Holds 
Business Clinic for 
Cincinnati Agents 


CINCINNATI—H. P. Gravengaard, 
vice-president and executive editor of 
the Diamond Life Bulletins department 
of the National Underwriter Co., made 
two talks at a doubleheader meeting of 
Cincinnati Life Underwriters Assn., con- 
ducting a clinic on business insurance 
and then appearing as the luncheon 
speaker. 

Mr. Gravengaard considered the ad- 
vantages and disadvantages of partner- 
ship and close corporation businesses 
and the legal problems faced by their 
owners. He said that these problems 
can be solved by an agent only through 
a sale and purchase agreement funded 
by life insurance. 

“The uniform partnership act passed 
last year in Ohio puts into law the pro- 
cedure that had been developed through 
the years in the liquidation of partner- 
ships following death. The law says 
what shall be done unless the partner 
has made definite arrangements by will 
or contract for the disposition of his 
business interest. 

Upheld in Courts 

Mr. Gravengaard pointed out that the 
courts uphold the value established in 
sale and purchase agreements provided 
a fair value is established and there is 
no evidence of fraud or collusion. He 
suggested that there be periodic revalu- 
ations of the business, annually at least, 
in order that the fair value can be main- 
tained. He explained the Internal Rev- 
enue Bureau’s “8-15” formula for deter- 
mining the value of a business, if there 
is no sale and purchase agreement. 
Good will tends to be valued at too high 
a figure. The formula fluctuates accord- 
ing to the stability of the business in 
question, Mr. Gravengaard remarked. 

The law permits only the executor of 
the estate to pass title. The simplest 
way for a widow to get the benefit of 
settlement options without bypassing 
the estate, according to Mr. Graven- 
gaard, is to have a trustee who will hold 
the money with the right to withdraw 
for the benefit of the executor if he 
needs cash. The fund can then be 
turned over to the widow at the proper 
time and she can select the option she 
wishes. Mr. Gravengaard recommended 
that the procedure be stated in the will 
so that litigation may be avoided. 

At the luncheon Mr. Gravengaard ob- 
served that tremendous changes have 
occurred in life insurance in the past 
50 years. Man himself has been the 
most neglected factor in business, Mr. 
Gravengaard said. No man can study 
without increasing his production 25%. 
The sale takes place in the mind and 
not in the pocketbook or checkbook. 
Only 10% of the people have definite 
objectives in life, efficiency experts 
state. In order to make the most of his 
abilities, a man must have definite ob- 
jectives, especially in life insurance. Mr. 
Gravengaard stressed that the character 
of the business depends upon the people 
In it. 


Westchester Program 


Gerard B. Tracy, Prudential, New 
York City, delivered an inspirational 
talk covering sincerity, organization, 
confidence and knowledge at the annual 
sales congress of the Westchester Life 
Underwriters Assn. He said that the 
teterred lead method is the best one for 
getting prospects and suggested that 
the agent at times should wait until 
after the prospect has bought before 
asking him for prospects. Frequently 
a prospect feels that he can ease his 
compulsion to buy by giving the agent 
someone else’s name. 

John J. Gill, field training supervisor 
Metropolitan Life, offered door open- 
ing phrases and ideas that get a sale 


ViiM 


started. About 200 attended the meet- 
ing. Harry Gutmann, Mutual Life, New 
York City, and Roy Plaut, New York 
City attorney, also spoke. Henry W. 
Deppe, Massachusetts Mutual, White 
Plains was chairman. 





Seven Panel Sessions to 
Feature Forum at Berkeley 


Representing five local life associa- 
tions, more than 30 leading producers 
and business executives will appear on 
the program of the life insurance forum 
at Berkeley, Cal., May 18, sponsored by 
Oakland-East Bay Life Underwriters 
Assn. J. J. Branscom, Washington 
National, is general chairman. 

Russell Hoghe, Equitable of Iowa, 
Los Angeles, president California asso- 
ciation, will ‘be the kickoff speaker. 
Mark R. Sullivan, president Pacific Tel- 
ephone & Telegraph Co., a director of 
New York Life, will be the closing 
speaker. 

Local association panels _ include: 
Stockton, “Package Sales and Program- 
ing;” San Francisco, “Pension Trusts 
and Group Insurance;” San Jose, “Pros- 
pecting and Work Habits,” and Sacra- 
mento, “Business and Tax Insurance.” 

Oakland, the host group, will stage a 
panel on helping the new man, a com- 
bination men’s panel, and the so-called 
century panel. This latter panel is being 
presented by five men whose collective 
years in life insurance total more than 
100. The five “old-timers” will review 
the problems faced by producers during 
the years 1925-’30, 1930-’35, and on down 
to the present. They are: Herrick C. 
Brown, Prudential; Gerald M. Allen, Pa- 
cific Mutual; Lou K. Newfield, Lincoln 
National; Joseph L. Mortensen, Equi- 
table Society, and Don C. Wood, Bene- 
ficial Life. 


Needn’'t Be Specialist for 
Most Business Cases 


It is a common mistake to think that 
an agent has to be a specialist to 
handle business insurance cases, Salva- 
tore Scrudato, manager Metropolitan at 
Irvington, N. J., told the Philadelphia 
Life Underwriters Assn. Special quali- 
fications are not necessary except on 
large cases, he said. 

Buy-and-sell agreements should be 
handled ‘by lawyers and the agent can 
supply the lawyer with the information 
he needs if he will refer to the Diamond 
Life Bulletins, said Mr. Scrudato. At- 
torneys will be grateful, as the number 
of them who know about business insur- 
ance agreements is very small. Also, 
—_ help gets the lawyer on the agent’s 
side. 

For the numerous sole proprietorship 
cases, Mr. Scrudato suggested using an 
approach such as this: “Would you sell 
your business today for half of its value 
if you didn’t have to sell it?” Or, “Would 
you want your wife to sell it when you 
pass on at a sacrifice? Mr. Prospect, 
that is exactly what will happen to 
your business when you die unless you 
do something about it now.” 





Utah Sales Congress 
Attracts 400 Agents 


Utah Assn. of Life Underwriters held 
its annual sales congress at Salt Lake 
City with more than 400 agents attend- 
ing. President Everett Van Gold, Occi- 
dental Life, Salt Lake, in his welcome 
address listed as the aims for the year 
enlarged membership, continued educa- 
tion and closer coordination with local 
association activities. 

At the Quarter Million Dollar Round 
Table breakfast H. P. Cannon, North- 
ern Life, Salt Lake, was elected chair- 
man ard William George, Metropolitan 
Life, secretary. 

Lester S. Roscoe, director of field 
training Occidental Life, was the lunch- 
eon speaker. Other speakers were Hugh 
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Why Be “Prospect Poor"? 


Says General Agent T. T.*, an Illinois Bankers Life 
representative in Chicago. T. T., who for several 
years has used our popular and profitable direct mail 
medium for procuring commission-earning prospects, 
recently wrote: 


“This direct mail method of building a prof- 
itable prospect list is a builder-up-er when 
other prospecting methods are lagging. 
Direct mail replies are producing business 
for me — and good business, too.” 


*Name on Request 


During the first quarter of 1950 this general agent 
personally paid for in excess of $150,000 of new life 
business, plus a substantial volume of Accident and 
Health premiums, as a direct result of this medium 
of prospecting. In addition, his sub-agents paid for 
$158,000 during the same period. 


This direct mail service is invaluable to our gen- 
eral agents in attracting and developing new man- 
power as it provides an immediate and profitable 
prospect list to newcomers. 





EXCELLENT OPPORTUNITIES 


For capable, industrious insur- 
ance men to develop new busi- 
ness in Michigan, Colorado, 
Oregon, and Washington. 











Other general agency territories available to men 
who want to build solid agencies under agency- 
minded Home Office supervision. All correspondence 
confidential. 


O. F. Davis, Vice President 
Director of Agencies 


Illinois Bankers Life Assurance Company 


Monmouth, Illinois 





Writing all forms of: 
Life — Accident & Health — Polio 
Hospitalization — Medical Reimbursement 
Franchise — Group 











Can You Offer a 


FAST-SELLING MORTGAGE PLAN? 


Reserve Life’s modern, up-to-the-minute HOME SECURITY 
Plan, complete with tested mail campaign, adds up to a 
profitable sales package for our Agents and General Agents. 


In addition to the Home Security package, Reserve Life 
issues all standard policy forms, plus Retirement Income, 
Juvenile Education, Monthly Income Disability, ete. Com- 
pany Convention for qualifiers at Nassau, August 16-21 (you 
may qualify on pro-rata amounts). 


If you're looking for a General Agency connection with a 
Company that specializes in giving you real cooperation, 
write to S. J. Gilbert, Vice President and Director of Life 


~~ RESERVE LIFE 


INSURANCE COMPANY 


HOME OFFICE: DALLAS, TEXAS 
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Tuttle, vice-president and agency di- 
rector Commercial Travelers, on “Your 
Mental Attitude’; S. R. Sorenson, gen- 
eral agent for Beneficial Life at Provo, 


on “Visual Selling,’ and Thorpe B. 
Isaacson, Lincoln National’ Life, Salt 
Lake. A panel on business insurance 


was moderated by Earl L. Maw, Equit- 
able of New York. Participants were 
Elmer F. Davy, Home Life; Oliver 
Richards, Metropolitan Life, and Reed 
W. Brinton, New York Life. 


Rice Heads D. C. Slate 


The slate of officers for District of 
Columbia Life Underwriters Assn. to 
be voted on May 11 is: 

President, Charles P. Rice, manager 
Mutual Life; 1st vice-president, Chester 
R. Jones, general agent State Mutual; 
2nd vice-president, Joseph S. Baldwin, 
Northwestern Mutual. The meeting will 
feature a panel discussion, with Leon 
Katz, State Mutual, as moderator. Par- 
ticipants are Daye Aaronson, Acacia 


Mutual Life; Louis Grayson, Travelers, 
and Wilson Graham, Lincoln National. 


Hold St. Joseph Congress 


St. Joseph (Mo.) Life Underwriters 
Assn, held its annual sales congress. 
President John Scrivener, Mutual Ben- 
efit Life, opened the meeting. Other 
speakers were Madison Letts, New York 
Life; Edward B. Bates, general agent 
for Connecticut Mutual Life at Kansas 
City, and Rev. Fred Condit, Parsons, 
Kan., who is a member of the speakers 


bureau of N.A.L.U. The film “Oh, 
Henry” was shown by Harry Nelson, 
publicity department General Ameri- 
can Life. 


N. C. Holds Annual Congress 


The annual sales congress of North 
Carolina Assn. of Life Underwriters was 
held at Goldsboro, Durham, Winston- 
Salem and Asheville. 

Speakers included Willis J. Milner, 





much for so little. 


Helena 


Assets 
Insurance In Force 


R. B. Richardson 
President 





It’s the Sellingest 


package in life insurance today. Western’s new, exclu- 


sive, copyrighted Family Provider Plan. It gives so 


A few openings for personal producing general agents 
in California, Oregon, Washington, - Idaho, Montana, 
North Dakota, Utah and Nevada. 


WESTERN LIFE 


INSURANCE COMPANY 


Since 1910 


Montana 


erry $ 38,851,575 
. 176,029,850 


Lee Cannon 
Agency Vice President 








soundly. 








ULLICO INSURANCE IN FORCE GOES OVER 
QUARTER OF A BILLION MARK 
Makes 18% Leap in One Year 


The Union Labor Life Insurance Company is growing rapidly—but 
It’s an insurance company that knows where it’s going—and 
making thousands of friends on the way. 


Progress such as this is worthy of your inquiry. 


te UNION LABOR 


Life Insurance Company 
570 Lexington Avenue, New York 22, N. Y. 








Jr., vice-president Life of Virginia; G. S. 
Cutini, agency assistant Life of Georgia; 
Horace R. Smith, assistant superinten- 
dent of agencies Connecticut Mutual 
Life; Bruce O. Gebhardt, Charlotte, N. 
C., tax consultant, and Edward Choate, 
Los Angeles, New England Mutual Life. 


Minn. Leaders Assn. Elects 


E. G. Flick, Bankers Life of Iowa, 
Minneapolis, was elected president 
of Life Insurance Leaders Assn. of 
Minnesota at the annual meeting at 
Minneapolis. Les R. Westin, St. Paul, 
is vice-president, and Mathew J. Nolan, 
Minneapolis, secretary. 





in 


More New Jersey Speakers 


The program for the New Jersey 
State Life Underwriters Assn. sales con- 
gress May 10 at Newark now includes 
Halsey D. Josephson, general agent 
Connecticut Mutual Life. New York 
City, and Vash Young, Equitable So- 
ciety, New York City, in addition to 
H. R. Hill, Life of Virginia, Richmond, 
and David B. Fluegelman, Northwestern 
Mutual, New York City, both of whom 
are national trustees. 


Va.—‘‘Don’t Be a Sucker,” 


Richmond, 
a movie produced by the Defense De- 
partment, was shown. 


Fort Wayne, Ind.—Ear! G. Schwalm, 
trust officer of Lincoln National Bank 
& Trust Co., spoke on “Some Relief 
from Confiscatory Taxation.” 

Pikeville, Ky.—A new association has 
been formed here. Officers named to 
serve until July 1 are: Ferrell P. Well- 
man, president; B. T. Johnson and Wal- 
ter L. Trivette, vice-presidents; B. A. 
Ratliff, secretary. F 

Sheboygan, Wis. 
dential, has been 
succeed Walter P. 





Graef, Pru- 
president to 
Ebert, Mutual Life. 
Kenneth Peck is vice-president; Fred 
Nuernberg, secretary. F. G. McNamara, 
president Wisconsin association; Wil- 
liam H. Pryor, national committeeman, 
and C. W. Tomlinson, past president, 
spoke. 

Beloit, Wis.—New officers of the South- 
ern Wisconsin association are: Earl 
Rice, Beloit, Lincoln National, president, 
to succeed Myron Riggs, Janesville; Jo- 
seph W. Allen, Beloit, vice-president, 
and Ken Walker, secretary. Speakers 
were F. G. McNamara, Waukesha, presi- 
dent, and Charles Tomlinson, Madison, 
past president* of the state association. 

Oklahoma City—More than 100 attend- 
ed the April meeting. A talk on his 
sales method was given by August Epp, 
Penn Mutual, Newton, Kan. He creates 
volume by package selling, about 98% of 
his sales being retirement income at 
age 65. About 98% of his calls are made 
on referred leads from policyholders. 

Topeka—At a breakfast meeting May 
8 Levi E. Bottens of L.U.T.C. will dis- 
cuss its program. 

Oakland-East Bay (Cal.)—Frank W. 
Dedman, general agent of New England 
Mutual, has been nominated for presi- 
dent; L. Edwin Wang, Mutual Life, and 
Sam Denner, State Farm Life, for vice- 
presidents, and Melvin E. Wogoman, 
Prudential, secretary. Election will be 
at the June meeting. 

Pittsburgh—H. W. Reynolds, assist- 
ant manager New York Life, Pittsburgh, 


Victor 
elected 








spoke at the Butler branch luncheon 
this week. George D. Covell, manager 
Connecticut General, Pittsburgh, will 
address the Fayette county branch at 
Connellsville May 9%. William Pickels, 
Prudential, Carnegie, Pa., will address 


the dinner meeting of the Washington 
branch May 10. Robert F. Strobel, Pru- 
dential, Canonsburg, Pa., will address 
the New Castle branch luncheon May 11. 

Kalamazoo, Mich.—Questions pertain- 
ing to selling and servicing policies were 
answered and discussed by a panel of 
“experts” composed of Ted Lawrence, 
Jerry Perryman, Charles Wylie and H. 
Loree Harvey. 

Lawrence, Kans. — Members voted to 
write their senator to find out why HR 
2213, a bill which would remove the 
job of postmaster from politics, has been 
tabled in the committee so long. 

Columbia, S. C.—Judd C. Benson, presi- 
dent of National Assn. of Life Under- 
writers, paid tribute to the conservative 
attitude of southern Democrats in stop- 
ping the Truman social welfare pro- 
gram, 

Charlotte, N. C.—Edward Choate, New 
England Mutual, Los Angeles, spoke on 


his formula for successful selling. 

Atlanta—Judd C. Benson, president of 
National Assn. of Life Underwriters, aq. 
dressed a luncheon meeting. 


Washington Nat'l Leaders 
Meet at Miami Beach 


A four-day convention of leading pro. 
ducers of Washington National was hel 
at Miami Beach, Florida, with moe 
than 200 agents and 20 home Office com. 
pany men in attendance. Qualification 
for the trip was based on production 
from May 1, 1948 to Jan. 31, 1950, 

H. R. Kendall, chairman; G. R. Kep. 
dall, president; R. J. Wetterlund, vice. 
president and general counsel; Kenneth 
Mullins and P. W. Watt, vice-presj. 
dents; R. W. Friedner, 2nd_ vice-pregj. 
dent; and Dr. I. E. Hoffman, medical 
director, represented the home office, 

Agent awards were won by Joseph 
N. Ruppert, Slayton, Minn., and E, W. 
Shaw, Storm Lake, Ia. Agency awards 
went to Howard E. Nevonen, Los Ap. 
geles and M. A. Pringle, Muskegon 
Mich. The Pringle agency won the lead. 
ing agency trophy. The paid for A. & 
trophy was awarded to L. I. Knapp of 
Seattle, the paid for life trophy to J. E 
Mitchell of Bakersfield, Cal., and _ the 
combined trophy to Charles Blackman 
of Providence, R. I. Davis & Dayis 
agency of Memphis won the agency 
trophy for leadership in A. & H. ~ 


Guardian Leaders to Meet 


The 90th anniversary convention of 
the leaders’ club of Guardian Life is 
scheduled for New York City June 
20-23. Norman W. Remole, Minneapolis 
manager and club president, will pre. 


side. Production awards will be pre- 
sented. There will be three days of 
business sessions with time out for 
entertainment. 


Sterling Has Regional Meet 


Sterling held its first regional sales 
meeting at Chicago, with heads of 12 
general agencies taking part in a dis- 
cussion of the company’s policies and 
promotional plans. 

Home office executives on the pro- 
gram were Louis A. Breskin, president; 
John H. Lumley, executive vice-presi- 
dent and: secretary; Pearl K. Hornburg, 
director promotional department, and 
Walter J. Smith, agency department. 


Girard Life Agents Meet 


Girard Life this week is holding its 
annual convention at Richmond, Va 
Home office speakers include Charles 
W. Windham, president; George A. Ad- 
sit, vice-president, and C. H. Carr, man- 
ager of agencies. L. L. Williams, De 
troit; A. Stanley Hyde, Philadelphia, and 
Robert V. Hatcher, president Atlantic 
Life, also are on the program. 





Trust Investments Discussed 


Austin (Tex.) Estate Trust Council 
heard E. B. Pigeon, trust officer of Frost 
National Bank, San Antonio, discuss 
“Trust Investment Trends.” He said 
trust officers like to secure municipal 
‘tbhonds which are tax-free. He declared 
that a 2% tax-free investment is equiva 
lent to an 11% taxable investment. 

Robert Mueller, attorney, and Jim 
Tom Barton, accountant, were elected 
co-chairman of the council. 





Conducts Finance Forum 


First National Bank of Minnesota has 
conducted a finance forum for men 
similar to the one it conducted last 
fall for women. Approximately 600 men 
enrolled for the two weekly sessions 
extending over a period of six weeks. 

Speakers were Lawrence Washington, 
third vice-president Metropolitan Life; 
A. R. Jaqua, director Southern Meth- 
odist institute; Arthur C. Regan, vice- 
president and secretary First National 
Bank; G. Sidney Houston, vice-nresident 
First Service Corp.; Fred L. Chapman, 
vice-president Thorp Brothers, Minneap- 
olis realtors, and Abbott L. Fletcher, 
Minneapolis attorney. 
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Eastern Casualty New 
A. & H. Insurer at N. Y. 


Eastern Casualty has been organized 
with home offices at 250 West 57th 
street, New York, to do a general A. 
& H. business, principally group. Capital 

js $100,000 and net surplus $50,000. Chief 
stockholder is William Van Marl, who 
is in the investment business. A. Bruce 
Bielaski, Jr., an attorney and son of the 
assistant general manager of National 
Board of Fire Underwriters, is vice- 
president and treasurer. Sidney Leiwant, 
a broker, is secretary and will actively 
manage the company. 





Extends Medical Benefits 


DES MOINES — Iowa Medical 
Service, Blue Shield plan operated by 
Iowa State Medical Society, is extending 
benefits without increase in premiums. 
Dr. Martin I. Olsen, president, who is 
vice-president and medical director of 
Central Life of Iowa, announced the 
changes at the annual meeting of the 
medical society. 

It will extend hospital coverage to 70 
days, approve payment for radiology 
treatment, deep x-ray and use of im- 
pacted radioactive seeds to treat cancer, 
and increase benefits for emergency 
hospital treatment. 

The income limit of $1,500 for indi- 
viduals and $2,000 for families where 
full payment of medical expense is pro- 
vided is increased to $2,000 and $3,000. 





Blue Cross for Blue Cross 


The AFL office workers union, seek- 
ing recognition as the bargaining 
representative of 1,400 office employes 
of Associated Hospital Service, the New 
York City Blue Cross plan, has an- 
nounced that it intends to get Blue 
Cross hospital protection for them. Up 
to now, it says, employes of Health In- 
surance Plan, an organization which 
is semi-competitive with Blue Cross in 
the area, have better working conditions. 
Associated Hospital Service is not op- 
posed to the demand for Blue Cross 
coverage of its employes but negotia- 
tions have been held up pending 
recognition of the union as their bar- 
gaining representative. 





Calls Socialism Failure 


Leonard G. Bradley of Bradley Ma- 
chinery Co., Detroit, will address De- 
troit A. & H. Assn. May 9 on “The 
Failure of Socialism in England.” He 
is a native of England and has spent 
considerable time recently in that 
country. 





Tyler Kansas President 


At the annual meeting of Kansas 
Assn. of A. & H. Underwriters at 
Wichita, Robert R. Tyler, Tyler agency, 
was elected president; William J. Busch, 
Dulaney, Johnson & Priest, vice-presi- 
dent; Milton F. Ohlman, secretary, and 
F. Robert Hawk, Metropolitan Casu- 
alty, treasurer. 

Dr. E. L. Cooper, recently returned 
from England, where he spent some 
time investigating and studying the so- 
cialized medicine program, reported on 
It. 


South Coast in A. & H. Field 


South Coast Life of Beaumont, Tex., 
has launched an A. & H. department 
under the management of Stewart D. 
Last. The new department will issue a 
complete line of individual and fran- 
chise group A. & H., hospitalization and 
surgical coverages, 

Since its incorporation in 1936, South 
Coast Life has confined its operations 
solely to life insurance, except for is- 
suance of a polio policy in 1949. Polio 
insurance will continue to be issued 
through the new department. 

Mr. Last, formerly of Chicago, was 





for 11 years with the gold seal division 
of Great Northern Life and was as- 
sistant general manager of that division 
when the company merged with Wash- 
ington National. 


New Chicago Insurer 


Home Mutual Casualty is the name 
of a new Chicago company that has 
now been licensed in Illinois to write 
A. & H. President and treasurer is 
M. J. Law, who was formerly secretary 
of Reserve of Chicago and who later 
was active in the formation of Universal 
Mutual Casualty. E. M. Law is vice- 
president and H. J. Ross is secretary. 
It starts out with a cash surplus of 
$25,000. 





The women’s division of the Chicago 
Accident & Health Assn. on May 4 at- 
tendéd a dinner-fashion show at Man- 
del Bros. department store in ist 


COMPANIES 


Hamrick Drive Sets Record 


Honoring W. J. Hamrick, agency vice- 
president, on his 20th anniversary with 
Gulf Life, the field organization spon- 
sored a one-week campaign, selling more 
than $7 million in new ‘business, an 
all-time record for the company. 

Miami agency led in ordinary volume 
with $550,000. 














Little Gem Correction 


In the financial and operating reports 
section of the 1950 Little Gem Life 
Chart the item “other surplus funds” 
for the Ohio State Life is shown as 
$1,263,579, whereas the amount should 
be $2,263,579. This typographical error 
gave the impression that there was a 
decrease in these funds, when actually 
there was a slight increase over the 
1948 amount. 





; Pioneer American has_ been licensed 
in Arizona. It is now licensed in five 
states. 


Ground breaking ceremonies were 
held at Winston-Salem for the $750,000 
home office building of Security Life 
& Trust. 








Continental Assurance has purchased 
two adjoining five-story buildings at 
610-612 South Spring street, Los 
Angeles. The building area is approx- 
imately 56,000 square feet. 





Acacia Mutual Life has -elected as 
directors Everett J. Boothby, president 
Washington Gas Light Co., and George 
B. Burrus, president of Peoples Drug 
Stores. 








LOMA. Grads’ Seminar 


The Society of Life Office Manage- 
ment Assn. Graduates will hold its an- 
nual seminar at New York City May 10. 

The afternoon session will be opened 
by President Walter Mahlstedt, assist- 
ant treasurer Teachers. Speakers include 
Alfred R. W. Larkin, manager field 
training division, Prudential; Donald 
Hyer, personnel assistant Mutual Life; 
and William C. Greenough, vice-presi- 
dent Teachers. Election and dinner 
will follow. 

Evening speakers are James R. Her- 
man, secretary Metropolitan Life, and 
Frank L. Rowland, executive secretary, 
L.O.M.A. 


Price Declines UNESCO Post 


Ralph C. Price, president Jefferson 
Standard Life, has declined an invitation 
to serve as an adviser at the next meet- 
ing of the United Nations Educational 
Scientific & Cultural Organization to 
be held in Florence, Italy. Increased 
business commitments prevented his 
acceptance. 





ABOUT AGENCY 
MANAGERS 





A MANAGER’S MAIN 
JOB IS TO HIRE 


TRUE: FALSE: . 


SALESMEN a if LJ 


, 


OUR “ANSWER BOOK” SAYS... 





“Obvious”, you say? Yet, s some managers seem 
to measure their efforts by the mumber of 
recruits who go through the turnstile each 
year. Here at CWSL we would rather see one 
man well - trained than a dozen half - trained. 
Our managers know that their main job is to 
build \ife insurance men and women. They 
look for. quality... know- — 


ing that quantity, without 
quality, is the resort « ‘a 






California-WeSitern 
StAtes 
i es 


InsurancE; Company 


HOME OFFICE: SACRAMENTO 














Were 


Expanding (; 


Don’t get us wrong... we're 
not putting on weight. But we 
are expanding in Illinois, Mich- 
igan and Missouri where our 
agency expansion program is 
going full blast. 


Fast-selling exclusive policies 
(our Juvenile Estate Builder, 
our 20 Pay Retirement Income, 
and our Low Cost Family In- 
come plans) ; top commissions; double bonus awards; liberal va- 
cation plans — that’s helping us expand. 


If you want to expand too in your own right, write us today. 











Bankers Muiial Ly “, 
Grauvancee 
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POLICIES 


Prudential to Adopt New 
Group Annuity Basis 


Because of the substantial improve- 
ment in the mortality rate, Prudential 
is adopting a new rate basis for group 
annuity contracts effective after July 1. 

For regular deferred annuity and de- 
posit administration cases, the company 
will continue to assume an interest rate 
of 24%4% and to guarantee 2% on un- 
applied funds under deposit administra- 
tion contracts. A change is made from 





the 1937 standard annuity mortality 
table to the “annuity table for 1949 
(without projection) ultimate males” 


with a five-year rate-down for females. 
This table, which Prudential is calling 


the A-1949 table, was first published in 
1949. There is also a change from the 
8% loading for expenses and contin- 
gencies. 

When the new rate basis goes into 
effect, Prudential expects to be able 
to relax its present underwriting re- 
quirements for deferred annuity cases so 
as to permit acceptance of cases in- 
volving less than 100 lives. 


Lincoln Nat'l Raises Limits 


Lincoln National Life will now con- 
sider waiver of premiums coverage for 
a maximum of $150,000 rather than 
$100,000. 

Double indemnity will be considered 
for amounts up to $50,000, provided the 
resulting total of double indemnity and 
principal sum accident benefits in all 
companies will not exceed $100,000, for- 
merly $50,000. 








in a city of nearly 300,000. 


tial income. 


write in confidence today. 


HOME OFFICE GENERAL AGENT 


A rare opportunity if you can build a Home Office Agency 


We'll make it plenty attractive for a top-flight man who can 
do the job and who has the ambition to have a very substan- 


ABOUT US 
25 Year Old Mid-Western Stock Company with 
Assets over 10 Million 


Insurance in Force nearly 50 Million — Over 3 
Million in Home Office City 


An Exceedingly Sound Company — Recommended 
by Best's and rated Excellent’ by Dunne's 
Excellent Reputation at Home 


Life-Accident & Health and Hos 
Office in Position to Help wi 
Contacts 


If you think you can do this job, you owe it to yourself to 


Box Z-86, c/o National Underwriter 
175 W. Jackson Bivd., Chicago 4, Ill. 


pr en ae 
Many Valuable 











OHIO INDIANA 


KENTUCKY 


VIS SOU hoxs S FIRS farts WHOLL 





812 Olive Street—Arcade Bldg. 








THERE’S SUBSTANTIAL MONEY 


To Be Made Even in a Small City Through Our 
General Agent's Contract 


Attractive General Agency Territory Open to Experienced Men in — 


MISSOURI 
MISSISSIPPI 


For full information write to 


J. DeWITT MILLS, Superintendent of Agents 


MUTUAL SAVINGS 






Y MUTUAL LEGAL Gaztow: COMP4N> 


ARKANSAS 
LOUISIANA 


IOWA 











St. Louis 1, Mo. 











LIFE AGENCY CHANGES 
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Fred White to Mass. Mutual 
As Buffalo General Agent 


Fred H. White, with Connecticut 
Mutual in Buffalo since 1939, has been 
appointed manager 
at Buffalo by Mas- 
sachusetts Mutual. 
He succeeds David 
B. Adler, who re- 
signed as general 
agent but will con- 
tinue with the 
agency as a per- 
sonal producer. 

Mr. White has 
led the Connecticut 
Mutual Buffalo 
agency in produc- 
tion for seven years. 
He is a past presi- 
dent of the Buffalo 
Life Underwriters Assn. He was pro- 
gram chairman for the N.A.L.U. con- 
vention in Cincinnati last September. 
He is a C.L.U. 





Fred H. White 





Krebs Promotes Two 


Robert V. McWilliams has been ap- 
pointed assistant general agent in the 
O. Krebs agency of Aetna Life in 
New York City. Edward J. Winters 
has been named brokerage supervisor. 
Mr. McWilliams joined the group de- 
partment of Aetna in Indianapolis in 
1936, transferred to Rochester as group 
manager in 1939, and went with the 
Krebs agency in 1941. After naval serv- 
ice he rejoined the agency as_ broker- 
age supervisor. He will be in charge 
of recruiting and training new men. Mr. 
Winters will be assistant to Stanley 
Weiland in the brokerage department. 
He joined the agency in 1948. 





Bankers, Neb., Ups Bleecker 


John S. Bleecker, Jr., has been ap- 
pointed general agent for Bankers Life 
of Nebraska and will head a second Chi- 
cago area office located in Oak Park. 
He formerly was with the company’s 
Philadelphia agency. 


Lauer Made Associate G.A. 


Continental American has appointed 
J. Robert Lauer associate general agent 
with his father, Matthew J. Lauer, at 
New York City 

J. Robert Lauer entered insurance in 
1947 as an agent in his father’s agency. 
The following year he attended South- 
ern Methodist Institute and then went 
to the home office, serving in the agency 
department. He is a navy veteran. His 
father has been a general agent with 
the company since he joined it in 1932. 


Wash. Nat'l Promotes Two 


Washington National has promoted 
W. W. Swartzback and Carl S. Walker 
from field supervisor to manager at 
Washington, D. C., and Salisbury, Md., 
respectively. Mr. Swartzback started 
with the company 14 years ago in Bal- 
timore. Mr. Walker was an agent at 
Baltimore becoming a field supervisor 
in 1949. 


Ohio State Fills 2 Posts 


Ohio State Life has appointed C. R. 
McGinness and William Weissbach gen- 
eral agents at San Jose and Youngs- 
town, respectively. Mr. McGinnes was 
for several years general agent of Ohio 
State Life at Gallipolis, O., and later 
was at the home office. 














Guardian Names Allen 


The Allen agency has been appointed 
district manager for Guardian Life at 
Durham, N. C., Principals of the agency 
are Charles S. Allen, owner, and his 
brother, Burwell A. Allen, ‘who. will 


head life operations. 





Agency} 












Jordan to Franklin Life 


Dwight Jordan has been named gep. 

eral Pe a Olympia, Wash., = Meet at 
Franklin Life. He H 
joined Business List Co! 
Men's Assurance in Compa 
Olympia in 1935. 

In 1949 his produc- ii 
tion exceeded $1,- Thirty ¢ i 
943,000. He is pres- LLAMA. 
ident of the South- , two-day fc 


delphia to € 
company pra 
There will | 
on agency P! 
participants. 
day sessions 


western Washing- 
ton Life Under- 
writers Assn. He is 
secretary - treasurer 
of the Washington 
State Palomino 


















Smith, vice-f 
orse — Biual. Presidit 
Assn. Associated — pwight Jordan [Dunbar, supe 
with him in_ his ual Life of © 
agency is his 24-year old son, Rex. , Moderators 

vice-president 

William R. McKemie, manager of ganizational 
Acacia Mutual Life at Toledo, will be mtics 705 ¢™I 


Worthington, 
of New Y« 
Supervision.’ 
“Friday mo 


transferred to Tampa about June 1 as 
manager there. 

Stanton M. Slack, formerly regional 
supervisor in northern New England, 
has been appointed district manager at 
Concord by John Hancock. He sue. 
ceeds the late Henry W. Griffin. 

C. Thomas Chandler, Jr., has been 
appointed assistant manager of the Rich- 
mond branch of New York Life and 
will open a suboffice at Roanoke to 
handle business in southwestern Vip 
ginia. : 

Elwood Moreland of Detroit, who 
been with John Hancock for 18 veil 
has been named district manager at 
Grand Rapids. 


FRATERNALS 


Royal Neighbors Supreme 
Camp Set for June 19-23 


The annual meeting of the supreme 
camp of Royal Neighbors will be held 
June 19-23 at San Antonio. About 250 
will attend. 

The convention will be devoted to 
consideration of constructive measures 
for the advancement of the society, re 
ports of supreme officers, enactment of 
new by-laws and amendment of those 
now in force, and election of supreme 
officers. General chairman is Mrs. Eva 
Huskey of Greenville, east Texas state 
supervisor. The three San Antonio 
camps will act as hosts. 

During the year ending March 31, 
1951, approximately $1,500,000 is sched- 
uled to be paid as dividends by the fra 
ternal. The basis for computing the 
dividends remains the same. They are 
to be paid on all adult certificates issued 
after Sept. 1, 1919, and on all juvenile 
certificates issued after April 1, 1940, 
which have been on a premium paying 
basis for two or more years and which 
are in force on that basis on the due 
date of the dividends. 

















WILLIAM WILES, 66, former pres- 
ident of Ohio Fraternal Congress, di- 
rector of Modern Woodmen of America 
and for 16 years its state manager, a 
post now held by his son, died at Toledo. 
He was with Modern Woodmen 42 
years, becoming district manager at 
Toledo in 1912, 


RECORDS 


Jefferson National showed a 40% 
for the first quarter. 
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First quarter assets of Jefferson Stand- — 
ard Life exceeded $248 million with in- 
surance in force of approximately $910 
million. A 20% per share dividend was 
declared payable May 1, to stock of 
record April 27. 
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Slate Bie Commas 
,gency Conference 
Meet at Phila. May 10-12; 


List Combination 
Companies’ Speakers 


d gen. 


Thirty chief agency officers of 
LILA.M.A. larger companies will hold 
, two-day forum May 11-12 at Phila- 


delphia to exchange ideas, plans and 
company practices on an informal basis. 
There will be four half-day sessions 
on agency problems selected by forum 
participants. Chairman for the Thurs- 
day sessions will be George F. B. 
Smith, vice-president Connecticut Mu- 
Biual. Presiding Friday will be George 
Dunbar, superintendent of agencies Mu- 
tual Life of Canada 














ex, Moderators include Sayre MacLeod, 
vice-president Prudential, on “Or- 

rer of ganizational Problems and Opportuni- 

vill be [ties for Improvement,” and William P. 

» 1 as @ Worthington, vice- -president Home Life 
of New York on “Improving Field 
Supervision.’ 


Friday morning the seminar will be 





Wet AMBITIOUS 
LIFE UNDERWRITE 





QUALITY COMPANY... 


top rated mutual... over half 
century service ... over three 
hundred millions insurance... 
over one hundred million of 
of assets... over eight million 
in surplus .. one of the very 
lowest net cost positions... full 
level premium reserve basis... 
modern... zero to age 65... 




































streamlined policies . . sub 
standard facilities . . . direct om 
d to home office collection of pre- 
sures miums. 
, Te 
nt of 
hose QUALITY COMPENSATION 
reme very unusual, and well vested 
Eva General Agents contract . . 
state generous and attractive for the 
‘onio career life underwriter... with 
extra automatic financing com- 
missions... pays well for qual- 
31, ity men and General Agents . . - 
hed- a fine pension plan. 
fra 
the ii 
aa QUALITY TRAINING... 
nile two week home office schools, 
M1 refresher schools, for career 
940, men...constant group training 
ying for both young and veteran 
hich General Agents...in selection 
due -.. recruiting ... training 






and supervision techniques. 
















Tes QUALITY TERRITORY... 
di- often possible for the ambitious 

rica life underwriter who wants to 

r, a build two or three quality men, 

ado, or more, right in his own terri- 
43 tory. 
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W. R. Jenkins, 


on “New Organization.” 1 
vice-president Northwestern National, 
will be moderator. D. Bobb Slattery, 


vice-president Penn Mutual, will lead 
a discussion of “Sales Promotion and 
Incentives.” John Marshall Holcombe, 
Jr., managing director of ‘L.I.A.M.A. 
will sum up. 


More than 130 agency officers will 
attend the L.I.A.M.A. combination 
companies spring conference at Ashe- 


ville, N. C., May 8-10. 

Among the speakers are Richard B. 
Evans, president of Colonial Life, Hol- 
gar J. Johnson, president Institute of 
Life Insurance, and Charles Zimmer- 
man, associate managing director of 
L.LA.M.A. 

Malcolm C. Young, chairman of the 
combination companies committee, and 
2nd vice-president of John Hancock 
will preside. On Monday afternoon Mr. 
Young will welcome the delegates, Fol- 
lowing this there will be a discussion 
on “Developing and Improving Chan- 
nels of Communication Between the 
Home Office. and the Field.” Chairman 
is E. B. Stevenson, executive vice- 
president National Life & Accident. 
Tuesday morning there will be a panel 
discussion on “Promoting and Im- 
proving Public Relations for the Life 
Insurance Industry through the Com- 
bination Company System.” 

Orville E. Beal, vice-president 
Prudential is chairman. 
Mr. Evans will give “A Small 
pany’s Viewpoint on Bigness.” ‘Public 


‘Com- 


the Local Level,’ is Mr. Johnson’s 
topic. Presiding will be Guilford Dud- 
ley, Jr., vice-president Life & Casualty. 
W ednesday morning a discussion is | 
scheduled on “Methods Measuring 
and Controlling District Office 
pense.’ Chairman is Frank P. Sam- 
ford, Liberty National. Mr. Zimmer- | 
man will review conference highlights. | 
| 
| 
| 
| 


of 
Ex- 





Provident, N. D. Boosting 
Capital; to Write A. & H. 


Provident Life of North Dakota is 
offering directly to stockholders 12,500 
shares of its $10 par value stock at 
$20 per share. This is being done to 
increase the resources in connection 
with the company’s entrance into the 
A. & H. field. 


Mutual Completes Move 


There are 1700 employes of Mutual 
Life now installed in the new home of- 
fice building in New York. The com- 
plex moving process was accomplished 
over one weekend by moving vans 
which made 250 round trips to shift 
10,250 pieces of equipment. One com- 
plication of the transfer was conversion 
of 750 electrically operated machines 
from direct to alternating current. 

The new address of Mutual Life is 
1740 Broadway at 55th street, New 
York 19. New telephone number is 
Hudson 6-4000. 





O’Connor Joins James 


Fred S. James & Co. of Chicago has 
appointed John A. O’Connor manager 
of its life and ac- 
cident department. 
Mr. O'Connor suc- 
ceeds Clayton F. 
Lundquist who re- 
signed recently to 
become vice - presi- 
dent of McCormick, 
Beatty, Lamb 
Fergus, general 
agents for Colum- 
bian National at 
Chicago. 

Mr. O’Connor 
was for a number 
of years assistant 
secretary of Occi- 
dental Life at Los Angeles. He went 
to Chicago as a group supervisor for 
Massachusetts Mutual and more recently 
has been an ordinary producer with the 
— agency of Massachusetts Mu- 
tual. 





J. A. O’Connor 








of | 
That afternoon | 


] 
Relations at the Institutional Level -_ 
| 
| 
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National Attention 
Focused on A. & H. 
Dinner at Chicago 


The silver anniversary banquet of 
Chicago A. & H. Assn. May 16, prom- 
ises to be a stellar occasion and one 
that will command_ national attention, 
for the speaker is George N. Craig of 
Brazil, Ind., national commander of the 
American Legion. It is understood that 
Mr. Craig and the Legion regard this 
as something of a state occasion when 
the Legion will lay down a militant 
opposition to socialization of insurance 
and of medicine. President Truman will 
be in the city at that time and Oscar 
Ewing, federal security administrator, 
will be giving a speech in Chicago the 
previous evening, so Mr. Craig’s ap- 
pearance will be’ in the nature of a 
rebuttal to Ewing’s arguments. 

Craig’s speech will be televised in its 
entirety over Station WGNTV starting, 
it is expected, about 9:30. 

Also there will be three 15 minute ad- 
dresses by Insurance Director Hershey 
of Illinois on “Present Outlook for the 
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Industry from an Insurance Department 
Viewpoint”; V. J. Skutt, president Mu- 
tual Benefit H. & A., on “Present Out- 
look for Companies W riting A. & H. 
Insurance” and E, H. O’Connor, man- 
aging director Insurance Economics So- 
ciety, on “Present Outlook for Federal 
and State Compulsory Insurance.” 


Stevenson, Kennelly to Attend 


Gov. Stevenson of Illinois and Mayor. 
Kennelly, Chicago, are expected to be 
on hand as honored guests. Charles B. 
Stumpf, president of International Assn. 
of A. & H. Underwriters, is scheduled 
to be there and numerous company 
executives from various parts of the 
country. General chairman of the com- 
mittee in charge is Irving G. Wessman, 
Loyalty group. - 





Colonial Life has elected Victor L. 
Fox, manager of the claim department, 
assistant secretary. Mr. Fox started 
with Colonial upon graduation from 
Wesleyan university in 1924. He joined 
the claim department two years later 
and became manager in 1935. He is a 
past vice-president of International 
Claim Assn. and past chairman of the 
Eastern Life Claim Conference. 





he Friendly Company of Distinction 








CLYDE HINES 
West Milton, Ohio 


* Quality Award Win- 
ners selected yearly 
by The National As- 
sociation of Life Under- 
writers and the Life 
Insurance Agency Man- 
‘agement Association. 


Clyde Hines, associated with the Geo. E. Sacksteder Agency, 
Dayton, Ohio, has been a credit to The Ohio National and to 
the life insurance business for the past twenty-three years. 


Since joining The Ohio National in 1941, C. A. S. Hol- 
linger, a member of the Geo. Wade Agency, Harrisburg, Pa., 
continues to add to his laurels as a successful life underwriter. 
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C. A. S. HOLLINGER 
Bainbridge, Pennsylvania 
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FOR CAREER LIFE UNDERWRITERS 


CAREER 
CONTRACT 
GUARANTEES 


SECURITY 


of 
INCOME of INCOME against 


OLD AGE and ILLNESS 


PAN-AMERICAN LIFE 
INSURANCE COMPANY 





offers a CAREER CONTRACT FOR CAREER MEN 
embracing a Pension for Retirement with 
Disability Provisions and Death Benefits . . . 
on A Non-Contributory Basis... 


against 


' OLD AGE 


Plus: UNEXCELLED SERVICE 
© COMPETITIVE MERCHANDISE 


and © FLEXIBLE UNDERWRITING 

For Information Address: 

. CHARLES J. MESMAN, 
Superintendent of Agencies 


CRAWFORD H. ELLIS 
President 


EDWARD G. SIMMONS 
Executive Vice President 


KENNETH D. HAMER 
Vice President & Agency Director 


PAN-AMERICAN 
LIFE INSURANCE CO. 


NEW ORLEANS, U.S.A. 





TWO CLUBS MEET 
Actuaries Weigh 
Effect of LLIAMA 


Aptitude Index 


Introduction of the new L.I.A.M.A. 
aptitude index has been accompanied by 
an improvement in persistency of busi- 
ness and production of agents, it was 
brought out at the joint meeting of 
the Boston and Hartford actuarial clubs, 
held at Worcester. 

The consensus was also that no im- 
provement in turnover among agents of 
U. S. companies had been noticed since 
the new index was introduced, although 
some of the Canadian companies had 
experienced an improvement. 

Another conclusion was that while an 
aptitude test is important, success in de- 
veloping agents depends even more im- 
portantly on the ability of the general 
agent or manager and his staff. The 
feeling was that success depends on 
factors over which the aptitude test 
has no control. For example if a com- 
pany’s compensation plan is poorly 
adapted to the men it seeks, or if super- 
cision is poor, it won’t help any to have 





excellent selection through aptitude 
tests. 
There was little discussion of the 


agency compensation situation. 
Anderson Is Dinner Speaker 


W. M. Anderson, general manager of 
North American of Toronto, the dinner 
speaker, said that the agent’s best source 
of business is his own social group and 
his income should be such as to enable 
him to keep up with the group. He said 
that 50 paid cases a year averaging the 
same face amount as the average annual 
income of his prospects should enable the 
agent to earn about the same as the 
group he is working among. 

Richard C. Guest, vice-president and 
actuary of State Mutual Life, presided. 
There was an A. & H. session at which 
Thomas H. Kirkpatrick, superintendent 
and actuary of the group department of 
Paul Revere Life, presided. Harold R. 
Lawson, actuary of ~- Massachusetts 
Protective, was general chairman. About 
110 attended. 








Menzler Elected Institute 
of Actuaries President 


F, A. A. Menzler, chief development 
and research officer of London Trans- 
port, has ‘been elected president of In- 
stitute of Actuaries of England and will 
take office in June. 

Mr. Menzler originally was in civil 
service as secretary of the permanent 
consultative committee on official sta- 
tistics and as a member of the statistical 
committee of the medical research coun- 
cil. In 1929 he joined the Underground 
group, becoming actuary a year later 
and then was elected to the London 
Passenger Transport Board. In 1939 he 
was made chief financial officer of Lon- 
don Transport and was named to his 
present post in 1945. 





Joins State Mutual 





State Mutual Life has appointed Dr. 
Earl A. Reiman as 
assistant medical 
director. He grad- 
uated from Clark 
University at Wor- 
cester in 1943 and 
received his med- 
ical degree from 
Boston University, 
after which he in- 





terned for 15 
months at Worces- 
ter City Hospital. 
Entering the army 
medical. corps in 
1947, he served two 
years as a captain. 





Dr. E. A. Reiman 


——] 
CAN'T CONSIDER HAZARD | 


Disability State _ j 
Fund Monopoly _ 








Favored in Mass, 


BOSTON—A hearing on compulgy 
disability bills has been scheduled j; 
The Massachusetts Legislative Comp; 
tee on labor and industries for May 
as the result of the majority report 
its recess commission favoring 10 to 
a state fund monopoly to provide 4, 
coverage. 

The majority report quoted liberg) 
from material of federal security agen, 
It opposed private plans because th. 
rate risks according to hazard whic. 
it said, is contrary to the social ingy, 
ance principle that all rates be the san 
It said it is socially undesirable for |g 
wage and seasonal employment units; 
pay their proportionate share of cost 


Rhode Island Plan Praised 


It praised the Rhode Island ply 
which it said operates at 6% cost agains 
lowest private insurer’s expense of 2% 
It minimized insurers’ criticisms of thy! 
fund as placing emphasis on _ reser 
instead of benefits. It said it isn’t dy 
gerous for benefits plus administratiy 
costs to exceed income in some years 
Private companies try to discouray 
claims and this is more to be fear 
than bureaucracy and malingering, th 
majority said. 

The split minority report oppos 
government entrance into a private fie 
because it had not been shown eith 
justifiable or necessary. It wasn’t den. 
onstrated that private business couldn: 
meet and' discharge the responsibilitie 
involved. It said the only support for; 
monopoly came from certain labo 
spokesmen and that the witnesses wh 
appeared before the commission ha 
been overwhelmingly opposed to a stat 
monopoly. 


Honor Mutual Life for 
Public Relations Program 


“Public Relations News,” a_ leading 
trade journal, has cited Mutual Life for 
having one of the 10 best public rek- 
tions programs in the country in 1), 
The current awards were the first to be 
made by the publication after judgment 
by an independent panel. The citation 
to Mutual Life reads: “For distinguished 
accomplishments in 1949 in the use 0! 
public relations for humanizing the cor- 
poration in the public interest.” 

Among the features of the Mutu 
Life program praised were its method 
for finding out what people like ani 
dislike about the company and the steps 
taken to do something about these find: 
Also commended was Mutual 


ings. ! 
Life’s method of telling the story 0! 
improved operations to the _ public 
through its various advertising am 


publicity campaigns, including its radio 
programs on health topics. The annul 
report was cited for clarity and sm 


lity. 

Clifford B. Reeves, second vice-pres: 
dent, has been in charge of the publi 
relations activities since their inceptio 
eight years ago. Carl V. Cefola is ¢- 
rector of publicity, and Russell V. Ver 
net is director of advertising. 





















Henry W. Otis, who 
was recently named 
vice-president and wea 
head of the pension 
department of Marsh 
& McLennan’s New 
York City office, has § 
been the _ depart- ’ 
ment’s manager 
since 1945. He was 
with Equitable Soci-. 
‘ety for.10 years be- | 
fore joining Marsh i 
& McLennan in 1936. 
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Estate Planners 


The agent is usually the scout for the 
ate-planning army who must discover 


est ; 
people who need estate planning and, 
usually, disturb them sufficiently to get 


them to take action, suggesting solu- 
tions to the disgusting thoughts he has 
advanced, said John J. Kallam, National 
Life of Vermont, New Canaan, Conn., 
at the estate planning forum sponsored 
by the Hartford C.L.U. ; 
“Other speakers were Basil S. Collins, 
vice-president of Old Colony Trust Co., 
Boston, and Edwin M. Otterbourg, New 
York City lawyer, who talked on the 
position of the trust. company and the 
lawyer respectively in estate planning. 
Mr. Kellam said that though some if 
not all of the ideas that the agent ad- 
yances will have legal connotations, the 
agent should not be considered as hav- 
ing illegally practiced law, because he 
has no intention of recommending final 
action by the prospect. He is merely of- 
fering suggestions for consideration by 
the client to motivate the client to take 
action and plan his affairs. 


Should Be Incidental to Sale 


“This of course should only be done 
as it is incidental to the sale of life 
insurance,’ Mr. Kellam said. “In fact, 
the life underwriter should go one step 
further and explain to his prospect that 


























rt fore ie is not a lawyer and that any ideas 
n labo® which are advanced should be explored 
S¢s a by all his advisers acting in concert and 
lon ha approved specifically by his attorney as 
> a Stat to legal consequences.” 

Mr. Otterbourg, who is chairman of 
the American Bar Assn.’s committee on 
cooperation with life underwriters, said 
that in any community where an agent, 

am or trust institution, or lawyer acquires 
. | the reputation of not working with any 
leading F of the others or of ignoring or reflecting 
‘> ‘rf on their competence and ability, it is 
m od obviously a poor business policy, re- 
. = gardless of any question of unauthorized 
‘ 10%F practice of law. From the viewpoint of 
cgmenf all three, the sooner the trust officer, 
citation 
guished 
use 0! 
he cor- THE 
Mutu 
ihe} | UNITY LIFE & ACCIDENT 
e ani 
ewe! | INSURANCE ASSOCIATION 
Mutual 
ory of 
publi Insures 
g ani ; 
; radio The W hole Family 
annual 
1 sim ‘ - 
| || Unity agents are equipped 
presi: 
publ to serve every need for per- 
eon { || sonal insurance. Juvenile 
- Vel | policies our specialty. 
a e 
& R. DEMING L. J. BAYLEY 
President Secretary 
HOME OFFICE — SYRACUSE, N. Y. 
SOUND— SAFE — REAL ESTATE—LOANS 
San Francisco & Oakland, California Area 
Inquiries Invited — Complete Service 
A. J. BOCK CO. 
_ MORTGAGE BROKERS 
345 Franklin St., San Francisco 2, Calif. 
Hemlock 1-6273 
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Hartford Forum Shows How 


Cooperate 


agent and lawyer get together and con- 
sider the estate plan, the better the job 
will be done. 

Mr. Collins said that the usual pro- 
cedure is for the agent to talk over the 
prospect’s estate problem with the trust 
officer, after which a letter is written 
explaining the situation to the prospect, 
the trust officer giving due recognition 
to the collaboration of the agent. Also, 
the trust officer should always request 
the agent’s presence at all future con- 
ferences. The letter should always sug- 
gest that the prospect consult his at- 
torney and offer the trust officer’s and 
the agent’s services at the first confer- 
ence with the prospect and his lawyer 
to explain the essential points of the 
letter fully to the lawyer. 


Moderator was Laurence J. Acker- 
man, dean of the school of business 
administration of University of Con- 
necticut. 


HELPS BROKERS, TOO 
Selling Agency Gets 
Profits in Teaching 
Business Insurance 


The Julius Selling agency of State 
Mutual Life at New York City has re- 





cently completed an experiment at 
training general insurance brokers to 
sell business life insurance. Sales of 


$150,000 of business life thus far are 
directly attributable to the instruction 
program with greater results expected 
when pending cases close. 

free training program consisting 
of eight lectures on sole proprietorships, 
partnerships, corporations, key man in- 
surance and tax problems was given to 
25 brokers. Five full time agents also 
took the course as part of their longer, 
more detailed training on the subject. 
The course is conducted by Harry H. 
Gordon, supervisor, and Fred M. Sel- 
ling, co-general agent with his father, 
Julius Selling. 


Gets Talking Knowledge 


The aim of the training program is 
to give brokers a talking knowledge 
of business insurance, and build up their 
interest in it so that they will take it 
up with their clients. Where additional 
insurance knowledge is needed, the 
broker arranges for a later interview 
and returns accompanied by a trained 
life insurance man to handle the tech- 
nical details. 

Mr. Selling and Mr. Gordon say that 
brokers are losing income because they 
haven’t brought up the subject of busi- 
ness life insurance with business firms 
on their books. They point out that it 
is much easier for the broker to inte- 
grate business life with the fire, cas- 
ualty and surety lines than it is for 
a life insurance man to try to sell it 
cold to the firm. The broker is known 
and has an entree. 

Fred Selling says that if the broker 
doesn’t get the business some other life 
insurance man will take it either by 
solicitation or by direct mail. “Many 
a broker is just throwing money away. 
He owes it to himself and to his clients 
to bring up the subject.” 

One of the side incidents to the 
training course was the sale of two 
group policies which materialized when 
the firm didn’t want business insurance 
but thought it could use some group 
life and group accident and health. 





This is particularly noticeable in New 
York where businesses are increasingly 
interested in group because of the great 
amount of publicity given to the state 
disability benefits law. 

The course extends over eight weeks 
and includes one 90-minute lecture 
weekly. The aim of the course isn't 
to make the broker an expert but to 
give him a working knowledge of the 
subject so that he can talk about it 
with his prospects in easy fashion and 
with confidence. 

The point Mr. Selling stresses is that 
even the best brokers with the most 
knowledge of the general insurance 
business are neglecting to sell business 
life. Within the last two weeks one 
of his full time agents was in an auto- 
mobile collision and while in a garage 
to get the car fixed became acquainted 
with the owner and as a result made a 
$50,000 partnership sale. The broker 
writing the general insurance on the 
garage is well known and experienced. 


Sales Ideas and Suggestions 





This sort of thing is going on all over, 
Mr. Selling says, and brokers are miss- 
ing out on life commissions. There is 
no reason for a broker to fear bringing 
up the subject when he can rely upon 
the knowledge and advice of the full 
time life insurance man to solve any 
technical problems. 

A broker or agent with several hun- 
dred accounts, with at least a few of 
them of some consequence, could write 
in excess of half a million of life busi- 
ness a year as well as some group and 
its sidelines in addition, Mr. Gordon 
says. 

The training course builds up a closer 
affinity between the agency and brokers 
and tends to establish a permanent re- 
lationship. The knowledge helps the 
broker build up prestige with his clients. 
Mr. Selling doesn’t see why fire or cas- 
ualty agencies countrywide can’t suc- 
cessfully sell business insurance to their 
clients. His agency will conduct a new 
course beginning May 11. 





—celebrating our 64th Anniversary 


Bankers Life agents are participat- 


ing in a “Round-Up” campaign 


during the month of May. 
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HeNATIONAL UNDERWRITER 





Booklet Informs 
High School Girls 
About Insurance 


The Institute of Life Insurance has 
distributed 12,000 copies of its booklet 
“A Date With Your Future,” since it 
was first published last September and 
reports that the pamphlet has received 
widespread approval and acceptance. 

The booklet deals with the life in- 
surance uses and needs of a family, but 
is directed to the high school girl inter- 
ested in home economics. 

It has gone to home economists 


WANT ADS 


Rates—$12 per inch 2 insertion—I inch mini- 
mum. Limit—40 words per inch. Deadline Tues- 
day noon in Chicago office —175 W. Jackson 
Bivd. Individuals placing ads are requested to 
make payment in advance. 

THE NATIONAL UNDERWRITER 


in 





ACTUARY WANTED 


An opportunity for the right man. 
A middle-west mutual life insurance 
company wants a competent actuary 
with some general home office ex- 
perience. Age—middle thirties. Per- 
sonality to merit consideration for 
advancement. Address Z-79, The 
National Underwriter, 175 W. Jack- 
son Blvd., Chicago 4, Illinois. 








ACTUARY WANTED 


An established Southern Life Insurance 
Company is seeking an Actuary who has 
passed some or all of the Actuarial Asso- 
ciateship Examinations and who has had 
two or three years’ experience in Actuarial 
Excellent opportunity for the right 
In writing, give personal and experi- 
ence history. All inquiries treated con- 
fidentially. Address Z-87, The National 
Underwriter, 175 W. Jackson Blvd., Chi- 


cago 4, Illinois. 


work, 
man, 








UNUSUAL AGENCY 
OPPORTUNITY 


for a qualified man, 40 or under, to man- 
age and direct combination field force of 
well established mid-western company. 
Starting salary commensurate with position 
of both responsibility and authority. Give 
full details concerning background and ex- 
perience. All replies confidential. This is 
a real chance for an aggressive man. Ad- 
dress Z-88, The National Underwriter, 175 
W. Jackson Blvd., Chicago 4, Illinois. 








GROUP INSURANCE SALES 


Special Representative to sell full line of group 
hte. Accident and Hospitalization insurance for 
a well established, expanding company operat- 
ing out of St. Paul, Minneseta. Excellent op- 
portunity for man with successful group sales 
background. Salary and Expense basis. 


Write Box Z-73, The National Underwriter, 175 
West Jackson Bivd., Chicago 4, Ill., giving 
qualifications, personal data, and income re- 
quirements. 








WANT YOUR OWN AGENCY? 


General Agent opening in Brainerd, Minnesota 
for experienced Life Agent. Liberal commis- 
sions; New Man Training Bonus, etc.; Life, 
Non-Can Guaranteed Renewable H & A and 


Hospitalization. Your confidential inquiry in- 
vited. Pioneer Mutual Life, Fargo, North 
Dakota. 
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schools, through state, county and city 
home economics supervisors, state home 


demonstration agents, and _ through 
backing of other home _ economics 
groups. It is done in color and illus- 


trated with drawings. At the back are 
four examples of life insurance pro- 
grams done in narrative combined with 
pictures and graphs. 

The idea of the booklet, which was 
executed by*Miss Helen M. Thal of the 
educational division, was conceived sev- 
eral years ago when a survey was made 
of home economists to determine if they 
taught life insurance in their classes. 
The answer was, no. Another question 
asked was, if you do not and suitable 
material were available, would you? The 
answer to this was, almost unanimously, 
yes. 

The institute staff had the cooperation 
of home economists and a special com- 
mittee of the American Home Econom- 
ics Assn. 

Home -economists thought that high 
school youngsters would be interested 
in application of life insurance to family 
needs and how it meets the family’s 
financial problems if the subject were 
treated in a manner interesting to them. 
Experience with the book has borne out 
that belief. 

Because of the interest of the Ameri- 
can Home Economics Assn. in the 
project, it was decided to limit distri- 
bution to home economists and_ their 
students. This was the first time the in- 
stitute had distributed one of its pro- 
ductions exclusively to a special public. 
This was done because to get thorough 
distribution and _ utilization in high 
school classrooms it was necessary to 
avoid any implication of commercial- 
ism, to which teachers are highly sen- 
sitized. 

Single copies are being supplied to 
key educational personnel, including 
teachers, at no cost. 


Collects Under Lloyds 
Policy for Hole-in-One 
at Metropolitan Rally 








M. H. Lewis, manager for Metro- 
politan Life at Wausau, has been paid 
the first claim under a hole-in-one policy 
for golfers marketed by Stewart, Smith 
(Illinois), Chicago representatives of 
Lloyds of London. Mr. Lewis’s hole- 
in-one was made during a managers’ 
convention of his company at White 
Sulphur Springs. As a result of his feat, 
the Lloyds policy paid him $400. The 
premium is $4 a year. 

The theory of the coverage is that 
it is not gambling, but true insurance 
against the financial hazard of a hole- 
in-one. The lucky player customarily 
has to buy drinks and shower his 
bounty upon many persons at the club 
where he accomplishes the feat. Among 
other Metropolitan managers to share 
in the proceeds of the policy, therefore, 
were the three other members of Mr. 
Lewis’s foursome at White Sulphur, 
M. B. Mattson, LaCrosse; C. H. Becker, 
St. Paul and H. O. Nestle, Milwaukee. 

Mr. Lewis was sold the policy by his 
son-in-law, L. W. Bowman, who is with 
Stewart, Smith. This is his second hole- 
in-one. 


Roberts Joins N. E. Mutual 


New England Mutual Life has ap- 
pointed Lloyd EF, 
Roberts manager 
at Greenville, S. C., 
succeeding Ed L. 
Foulks who is re- 
tiring but will con- 
tinue with the 
agency as associate 
general agent de- 
voting his time to 
personal produc- 
tion. 

Mr. Roberts has 
spent all of his 
business career in 
life insurance, first 
as an agent and later as district man- 
ager for Equitable of Iowa at Lexing- 
ton, Ky. He is a navy veteran. 
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Lloyd E. Roberts 


“Pattern” Pension 
Plans Hit at U.S. 
Chamber Luncheon 


WASHINGTON—Important pension 
questions were discussed at a luncheon 
meeting of the U.S. Chamber of Com- 
merce annual convention Tuesday, with 


Dean H. Mitchell, chairman of the 
chamber’s social security committee, 
presiding. He suggested the possibility 


of investing pension funds in common 
stocks. 
G. Gilson Terriberry, insurance con- 


sultant, New York City, said social 
security benefits should be revised to 
take into account the change in pur- 


chasing power of money. 

“We cannot ‘pay’ for future security 
through inflation—a pension then be- 
comes worthless,” he declared. “Pen- 
sion plans, government or private, can 
only operate successfully in an atmos- 
phere of stable currency. 


Can’t Deliberate Coolly 


“Cool-headed deliberation is needed 
to produce satisfactory tailor - made 
plans. Under the ‘shotgun’ pressure 
being exerted today for so-called ‘pat- 
tern’ plans, labor negotiations becomes 
emotional and deliberation is impossi- 
ble.” The result is often ill-considered, 
hastily arrived at, inadequately funded 
plans, he said. 

Dorrange C. Bronson, the Wyatt Co., 
spoke on the cost of pensions. Discuss- 
ing the tax angle, Herman C. Biegel, 
internal revenue bureau; reviewed pen- 
sion plan qualification aspects, deduc- 
tion aspects, and the effect of various 
factors on non-union plans. 


May Relax Restrictions 


Mr. Biegel said the internal revenue 
bureau “appreciates the dilemma con- 
fronting the employer” and is disposed 
to cooperate. As union pressure in- 
creases, Mr. Biegel concluded, “that it 
is not inconceivable that the bureau may 
be required to relax many of its care- 
fully built up restrictions relating to 
pension plans.” 


Says Insurance 


Has Made U. S. Rich, 
Not Vice Versa 


Americans are the richest people in 
the world because they are the best in- 
sured in the world, John H. Eglof, 
field supervisor of Travelers, told the 
New Jersey Casualty Underwriters Assn. 
at its April meeting. 

_. “Would you dare buy an automobile 
if you did not already own life insur- 
ance protection for your family?” 
he asked. “Would you spend money for 
any luxury if you had no assurance 
your wife and children would have 
enough to live on in case of your death?” 


Cites Hidden Service 


Americans can afford to buy millions 
of automobiles every year because they 
also buy millions in life insurance every 
year, he observed. Those who criticize 
life insurance for its hesitancy to risk 
the funds entrusted to it by its policy- 
holders and business ventures overlook 
the far greater sums that life insurance 
itself has made available for invest- 
ment or spending purposes by freeing 
men from the necessity of building up 
their own emergency reserves for their 
families, he declared. If a man couldn’t 
buy life insurance, all his surplus would 
have to go into an emergency fund re- 
serve for his family and there would 
be none left over to invest in common 
stocks, buy automobiles, or other 
luxuries. It is this hidden service which 
insurance renders that caused Mr. Eglof 
to say that the country’s wealth has 
grown out of insurance rather than in- 
surance out of its wealth. 

Because of the shift in the economy 


from self and family reliance to a ¢ 
plex industrial state, Mr. Eglof 
not think the demand for security ;, 
the form of pensions and unemployme, 
insurance is an unreasonable caprice ¢, 
the part of those demanding it. It jg, 
demand for the right to continue to fiy, 
in a self-respecting manner, which j 
something elemental. What he do 
deplore is the tendency to turn to the 
state for satisfaction of these demang 
However, people turn to the state whe 
they can’t get what they want fro, 
other sources, perhaps. He suggest 
analyzing the demand and determinig, 
whether it is just, legitimate and wa. 
ranted. If so private enterprise shoy| 
do its utmost to fill it. 

Governments abhor unoccupied fiel§ 
and are likely to be pushed by publ 
demand into occupying them. Rare); 


does it invade where private enterpriy) 
is doing a good job. Companies are big & 


today because they have done a go 
job of supplying people’s needs. 





Raymond Campbell, Sr., and Raymon 
Campbell, Jr., Southwestern Life, Dg). 
las, have received cash awards for th 
high quality and low lapse rate of thej 
business sold during the last thre 
years. 





Paid business in April for the Solome 


Huber agency of Mutual Benefit Life j, § 


New York City excluding credits fo 
annuities and term was $1,060,000. 





Haughton Bell, 
whose election as 
as vice-president and 
general counsel of 
Mutual Life was re- 
ported in last week’s 
issue, has been an as- 
sistant general coun- 
sel since 1938. He 
joined the company 
in 1933 in the securi- 
ties investment de- 
partment. 








SUPERINTENDENT 
OF AGENCIES 


The Home Office of 4 Midwest- 
ern A, & H. & Life Companies 
need a man to head up their 
agency department. This man 
must have experience in han- 
dling men, training supervisors, 
originating sales programs. 
These are top positions and the 
companies are willing to pay for 
competent men. 


FERGASON PERSONNEL 


330 S. Wells Street HArrison 7-9040 
Chicago 6, Illinois 






















WANTED: 
HOME OFFICE 
AGENCY MANAGER 


For legal reserve Company offering attrac- 
tive Life, Accident & Health, and Hos- 
pitalization policies. Now licensed in six 
southern and southwestern states. Home 
Office in city of 30,000 people. Adequate 
resources to finance aggressive campaign 
of expansion, with possibility of entering 
additional states this year. Prefer man 
with hospitalization background who is 
looking for an opportunity offering re- 
wards based on results. Attractive start 
ing salary. Give full details first letter; 
include recent photograph, if possible. All 
~replies confidential. Our employees know 
of this ad. 


Address Z-81, National Underwriter 
175 W. Jackson Blvd., Chicago 4, ill. 
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Increasing Interest Is Sh 
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eS 
ing; we must have a_ plan and how there is real danger of that happening. 
we carry it out, what vision and sound- as careful a balance as a_ tight-rope 
ness and integrity our companies have, walker or some of your best performers 


will be reflected in the results.” : 

Lyman C. Baldwin, | agency vice- 
president Security Life & Accident, led 
a panel discussion on the general sub- 
iect of training for A. & H. and life 
production. Other participants were 
William B. Cornett, first vice-pre-ident 
Loyal Protective; Frank Vesser, vice- 
president General American, and D. C. 
Mac Ewen, superintendent accident and 
sickness department Occidental Life. 
Mr. Baldwin urged greater attention 
to problems of training field men_ to 
prepare them well for the job of serving 
the public. He said life insurance has 
srown at a far faster pace than A. & H., 
as it has benefited through many out- 
side influences, including government 
life insurance for service men and the 
enactment of social security. 

A. & H. is now being influenced by 
state disability plans, which are spread- 
ing and will continue to spread. These 
plans show people what this type of 
coverage can do for them. A further 


| development at the national level is the 


pending bill to add disability income to 
social security. 

“We need to train agents to take full 
advantage of the great opportunities 
they have today and the greater oppor- 
tunities they will have tomorrow,” he 
said. He suggested that something like 
the American College of Life Under- 
writers is needed for the agent selling 
A, & H. 

Government May “Get Into Act” 


Mr. Vesser declared that if private 
companies do not do a good job of 
serving the public’s needs, “the public 
will encourage the government to ‘get 
into the act’ and provide the kind of 
coverages we can provide better. 

“Life insurance cannot do a complete 
job of providing people with full secur- 
ity. We need to protect people from 
loss of income and great expense 
through sickness and accident in order 
to complete the coverage of human 
needs.” 

He warned companies planning to 
enter the field to approach it carefully. 
A. & H. departments are a “vast under- 
taking” and should be studied at length 
first, he said. 

Mr. Mac Ewen, who has had 42 years’ 
experience with A. & H. insurance, told 
the group that “accident and health and 
life insurance is a fireside type of busi- 
ness.” 

“They belong together,” he said. 
“These coverages are often sold by the 
fireside in a home with the family 
gathered around. We have adopted 


' many of the ideas and practices that 


the life insurance business has used so 
successfully and which have won such 
great respect from the public. 

“We need to train our agents care- 
fully the way the life companies do, 
so that policyowners will know what 
they have bought, what claims they can 
make and what the general benefits are.” 


Fine Line of Balance 


Mr. Cornett spoke on what can be 
done to increase life insurance sales 
along with sickness and accident sales. 
He said while his company regards in- 
come in the event of sickness or acci- 
dent as primary protection, it has de- 
veloped a carefully worked out program 
designed to assist and guide its field 
men into becoming specialists in provid- 
ing complete personal protection. 

He emphasized the complementary 
character of the two lines but said that 
making them available offers quite a 
different problem from getting men in 
the field to follow through in a way 
which serves the public best without 
doing damage to themselves. It would 
be doing no one justice to take a highly 
successful A. & H. man and turn him 
into a mediocre life insurance man. Yet 
there is real danger of that happening. 

“It means that between these two 


will take a tumble. Yet we must find 
a way if we are to do an adequate job 
of providing complete personal protec- 
tion for the people of this country 
against the three major hazards—disa- 
bility, premature death, or retirement.” 


HOLCOMBE SPEAKS 








The experience of the life companies 
in their studies of sales management 
can be of great importance to the A. & 
H. field, said John Marshall Holcombe, 
Jr, LIAMA managing director. 

In the A. & H. field today, there is 
an obvious need for both a company 
and an institutional responsibility to 
have agents who sell A. & H. insurance 
far better trained to do it than they 
are at present, he said. Only through 
such a process as the life companies 
have experienced can the reputation of 

& H. insurance be raised to the 
level where it belongs. 

L.I.A.M.A. members that write A. & 
H. have jncreased from 37 in 1946 to 
63 today. Many more companies are 
now considering entering this field, said 
Mr. Holcombe. 


Grant Predicts Great Gains 


W. T. Grant, chairman of Business 
Men's Assurance, predicted that prem- 
ium income of the A. & H. business 


will double in the next five years; that 
this year there will be a 10% gain in 
A. & H. sales, and a 40% gain in group 
sales. 

Lewis W. S. Chapman, director of 
company relations of L.I.A.M.A., re- 
ported on a survey recently completed 
by the association. 

James E. Scholefield, vice-president 
of North American Life & Casualty, 
presided at the morning sessions. He 
was introduced by John W. Sayler, vice- 
president Business Men’s Assurance. 


Interstate | Compact 
Idea Is Explored 


(CONTINUED FROM PAGE 3) 





function is to assist in establishing the 
machinery for interstate cooperation and 
then to step aside. The council operates 
under the Governors’ Conference and 
the Conference of Attorneys General. 

His group made studies at the time 
public law 15 was passed. He said that 
the various state rating laws had in- 
creased the administrative burdens on 
the states and presented a dilemma in 
that if the states did not increase their 
administrative work and personnel, fed- 
eral intrusion might result. On the other 
hand, if state administration were in- 
creased without regard to duplication 
the total burden might become too large, 
he said. 

N.A.I.C., he said, has the power and 
the know how to do the job but lacks 
the formal mechanism and: central staff 
that could be acquired through inter- 
state compacts. He and Fred Zimmer- 
man, director of research of the New 
York joint legislative committee on in- 
terstate cooperation, gave a discussion of 
legal, financial and administrative fea- 
tures of the advisory, regulatory and 
service agencies that use these compacts. 

Committeemen attending included 
Hatrington of Massachusetts, Bowles of 
Virginia, and Martin of Louisiana. 
Lange of Wisconsin and Hubbard of 
Idaho also attended. 

The committee accepted a report by 
Chief Examiner Madden of Nebraska on 
his survey among various departments 
outlining the extent of each depart- 
ment’s annual audit and analysis of 
financial statements. 

He began his survey in January and 


received responses from 41 states and 
from each of the territories. He re- 
ported that a few large and well staffed 
departments have established audit bu- 
reaus while the greater number use ex- 
aminers to do this work. With few 
exceptions, departments emphasize the 
audit and analysis of statements of do- 
mestic companies over those of foreign 
insurers. 

In states where the largest number of 
insurers is domiciled a comprehensive 
audit and analysis of the statements of 
companies is made each year. In a few 
departments where relatively few do- 
mestic companies operate, they don’t 
have the personnel to do a thorough job. 





Hickerson Drive Sets Record 


Breaking all monthly records in its 
105-year history, Mutual Benefit Life’s 
Washington agency, headed by C. Car- 
ney Smith, wrote 110 cases for $1,029,794 
in April during a contest to honor the 
50th anniversary of Miss Elinor M. 
Hickerson, its office manager. A dinner 
closed the campaign. Miss Hickerson 
was presented a wrist watch by the 
agency force and a service pin by the 
company. Vice-president H. Bruce Pal- 
mer, John D. Brundage, director of 
agencies, Miss Mildred F. Stone, direc- 
tor of policyholder services represented 
the home office. 
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Shugrue Mortgage Manager 

Bankers Life of ‘Nebraska has ap- 
pointed Frank R. Shugrue as manager 
of the mortgage section of the invest- 
ment department. He attended Uni- 
versity of Michigan and was in the real 
estate and mortgage business in Chi- 
cago, becoming an officer of the Henry 
P. Kranz real estate organization there. 
He is a past president of the Illinois 
chapter of the American Institute of 
Real Estate Appraisers. 





Hold Inglewood Group Panel 


A panel composed of Robert Kelly 
of Emett & Chandler as moderator, 
John Normanly, group manager for 
John Hancock, and E. J. Anderson, 
group manager for Founders F. & M., 
appeared before approximately 60 phy- 
sicians and 30 insurance men at Ingle- 
wood, Cal. Group insurance as offered 
by insurance companies and efforts be- 
ing made to stop socialized state in- 
surance were discussed. 


Canada Life has appointed F. B. 
Clarke as manager of group sales *for 
Canada. He has been with the company 
for 25 years. 











that are 


lead to more sales. 


Write today 
for complete 
information 
about agency 
opportunities. 








GEARED FOR TODAY’S MARKET! 


CENTRAL 
field men are completely equipped 
to offer their prospects a complete 
line of personal protection 
INCOME PROTECTOR 
MORTGAGE PROTECTOR 
RETIREMENT INCOME 
FAMILY INCOME 
MULTIPLE PROTECTION 


GUARANTEED INVESTMENT 
CONTRACT 


JUVENILE 
HOSPITALIZATION 
ACCIDENT 
HEALTH 

POLIO 

All forms of GROUP 


CENTRAL LIFE OF ILLINOIS field men are equipped with sales tools 
“GEARED FOR TODAY’S MARKET” 
material . . . direct mail that produces leads . . . 


CENTRAL LIFE 
Insurance Company 


OF ILLINOIS 


Alfred MacArthur, President 


211 W. Wacker Drive 


LIFE OF ILLINOIS 


visual selling 
door openers that 


a neighborly company 


Founded 1905 
Chicago 6, Illinois 
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. McCORD, 77, senior 
Mutual Life and its 
general agent in Newark from 1899 to 
his retirement in 1929, died at his home 
in Orange, N. J. He was elected : 
trustee in 1921 and the board recently 
celebrated his 50th anniversary with the 


company. He. started his insurance ca- 


reer in Cincinnati. 
B 
CONSULTING ACTUARIES 
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trustee of Penn 
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ILLINOIS 


| THOMAS and TIFFANY 


CONSULTING ACTUARIES 
211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 




















Harry S. Tressel & Associates 
Certified Public Accountants 
and Actuaries 
18 S. La Salle St., Chicago 3, Illinois 
Telephone FRanklin 2-4020 


» Ti 1, M.A.LA, 
Harry S. Tresse c.P.A. 





M. Wolfman, F.S.A. Wm. H. Gillette, 
N. A. Moscovitch, A.S.A. w. P. Kelly 
w. M. B , C.P.A. Robert Murray 

















INDIANA & NEBRASKA 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 
Indianapolis — Omaha 














MICHIGAN 


ALVIN BORCHARDT 


Consulting Actuaries 


76 West Adams, Detroit 26, Michigan 
Phone CAdillac 9515 


























. NEW YORK 








Consulting Actuaries 
Auditors and Accountants 


Wolfe,Corcoranand Linder 
11@ John Street, New York, N. Y. 




















PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


ASSOCIATE 
E. P. Higgins 
PHILADELPHIA | 
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VIRGINIA & GEORGIA 


BOWLES, ANDREWS & 
TOWNE 


Consulting Actuaries 
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strengthening reserves is particularly de- 
sirable in the case of annuities, supple- 
mentary contracts, paid-up insurance, 
and disability and accidental death bene- 
fits, where present reserve standards are 
admittedly inadequate. Strengthening 
should make provision for probable 
losses in the future which would be re- 
curring and on an increasing basis. It 
said that if annual statements are to 
properly reflect company surplus after 
liabilities, individual states should give 
careful consideration to the need for the 
adoption of reserve strengthening pro- 
grams by their domiciled companies. 

It also said that the general principle 
should apply that if earnings on a class 
of life policies have been withheld to 


any substantial degree to complete a 
program of reserve strengthening, it 
would only be fair and equitable for 


companies to give recognition in in- 


creased non-forfeiture benefits. 
Liberalized Group Conversions 


Discussing standard provision eight in 
group policies by which an employe may 
convert to any form of insurance other 
than term, the committee said that the 
social aspects of this problem require 
relaxation of the prohibition against the 
issuance of term insurance, at least for 
a limited period after termination of 
employment. It said this could be ac- 
complished by requiring the issuance of 
permanent insurance preceded by term 
for a period of not less than a year. 

The committee also favored several 
liberalizations of group standard provi- 
sion nine. Where a master policy has 
been in force for five years it said the 
employe should be required to have been 
insured under the policy for a period of 
not less than three years instead of five 
years as formerly, and that the maxi- 
mum insurance available on conversion 
under those circumstances should be 
$4,000 instead of $2,000. 

The committee requested the industry 
to study salary savings insurance prob- 
lems further and to furnish data before 
the June meeting justifying the position 
that the premium for it is not discrim- 
inatory as compared with other life poli- 
cies on which premiums are payable 
monthly. 

The committee discussed but took no 
action on a model group aunuity defi- 
nition, war clauses, group annuity taxes, 
credit life, and life company federal 
income taxes. These matters were re- 
tained on the agenda. On group policy 
forms the committee recommended that 
companies furnish the states in their 
letter transmitting such forms for ap- 
proval a cross reference between the 
order of the standard group policy pro- 
visions provided for in the standard defi- 
nition adopted by several states, and 
the position in the policy in which these 
provisions are shown. 


Columbia U. Conference 
on New York State D.B.L. 


Columbia University will sponsor a 
conference on sickness disability insur- 
ance May 9. Dr. Leonard J. Gold- 
water, professor of industrial hygiene, 
has change of arrangements for the 
conference. 

Morning speakers include Martin E. 
Segal, New York welfare fund consult- 
ant; Alfred J. Bohlinger, deputy super- 
intendent of the New York department; 
Henry Beers, vice-president of Aetna 


Life; and Morton D. Miller, assistant 
actuary Equitable Society. ; : 
Afternoon speakers are Richard E. 


Chislett, If, Standard Oil of New Jer- 
sey; David Kaplan, economist for an 
AFL teamsters’ union; Pat Merrick, 
public information consultant for the 
New York workmen’s compensation 
board; and Dr. Goldwater. The con- 


ference is financed by a grant to Colum- 
bia from the Martin E. Segal Co. 


Client’s Annoyance at Calls 
Purely in Mind of Agent 


The average policyholder’s annoyance 
at regular calls from his life insurance 
agent is purely in the mind of the 
agent, H. G. Moham, mayor of Auburn, 
Ind., told the 175 members of Leaders 
Club of Indiana who attended its annual 
conference at Turkey Run State Park. 
Mr. Moham, speaking on “What I Ex- 
pect of My Life Insurance Agent,” de- 
clared that the average agent is far too 
timid about calling on a client to point 
out that a man’s constantly-changing 
life situation means constantly-changing 


life insurance needs and, usually, in- 
creased needs. “Half the time when 
you're hesitating to call again, your 


policyholder is wondering whatever be- 
came of you, and why, as soon as you 
sold him, you disappeared,” Mr. Moham 
declared. 


Two M.D.R.T. Men Heard 


Ken Bentley, Northwestern Mutual, 
Danville, Ill., Million Dollar Round Ta- 
ble member, detailed his programming 
and estate-planning procedure. He works 
mainly from telephone appointments, 
mentioning right from the start that 
the purpose of his call is life ¢nsurance. 
He endeavors to arrange the fact-finding 


interview with husband and _ wife to- 
gether, and he obtains a commitment 


on the amount a man can invest before 
he works out the proposal. Mr. Bentley 
also recommended selling the medical in 
the first interview and.having it com- 
pleted between the fact-finding and the 
second call. 

Dalton McAllister, international cham- 
pion of Toastmasters, Inc., stressed the 
value to agents of public speaking, to 
Jearn and practice thinking on their 
feet. 

Never make a recommendation on a 
business insurance agreement without 
advice of legal counsel, Max Goodman, 
Equitable Society, Terre Haute, another 
M.D.R.T. member, urged in his talk, 
“Business Insurance.” He pointed out 
the sales potentialities in the fact that 
a sole proprietor or 90% stockholder in 
a close corporation, who is himself in 
a 50% or better tax bracket, can ef- 
fect tax saving by having the business 
insure him as a key man. 

The group voted to return to Turkey 
Run next year and elected Robert L. 
Punsky, Equitable Society, Fort Wayne, 
president; Carl McCann, Northwest- 
ern Mutual, Indianapolis, vice-president; 
and Marian Hull, Mutual Benefit Life, 
Indianapolis, secretary. 


Union Labor's 1950 Sales 
Exceed All of 1949 


Union Labor Life by April 19, the 
date of its annual meeting, wrote more 
business than it did during all of 1949, 
when its production was $38,500,000. 
President Matthew Woll reported that 
1949 business resulted in increases over 
the previous year of insurance in force 
by 18%, assets 21%, premium income 
23%, surplus 28% and payments to 
beneficiaries 20%. 

A large factor in making the record 


Was a welfare program installed for 
about 8,000 members of the Ohio High- 
way Drivers Council, which consists 


of Ohio local unions affiliated with the 
International Brotherhood of Teamsters, 
AFL. The non-contributory plan pro- 
vides $3,000 life insurance and $2,000 
accidental death and dismemberment. 
The compariry is making plans for its 
25th anniversary meeting next year. 


S.M.U. Trains Southlanders 


The Southern Methodist marketing 
institute is conducting a five-day semi- 
nar for 36 agents of Southland. They are 
intermediate agents who have com- 
pleted the introduction to life _under- 
writing and the Diamond Life Bulletin 
courses and have also attended a com- 
pany training school. 


L. A. A. Southern 
Round Table Meets 


(CONTINUED FROM PAGE 4) 

a 
Micou F. Browne, Occidental, N, ¢. 
Charles C. Fleming, Life of Virginia. 
S. V. Shields, Great American Reserve. 
W. R. Goode, Provident Life & Ag 
dent; R. L. Hindermann, Pan-Americay 
Joseph M. Locke, Gulf; Powell Stampe, 
National Life & Accident; Peggy Jong 
Reserve Life of Texas, and John C. Le. 
lie, Insurance Record. 

“Hot ideas” were outlined and «. 
tailed and constituted the opening fe, F 
ture at the Tuesday session. J. \— 
Locke, Gulf Life, presided. Howar> 
Button, Occidental, and R. J. Hinde.) 
mann, Pan-American, explained speci! 
sales plans of their companies. Richar ® 
Andrews, Pilot Life, told of Pilot's e. 7 
perience with television advertising, \ [ 
R. Goode, Provident L. & A. explainei} 
how his company operates its panty! 
packing contest each year. The use ¢ 
advertising specialties was discussed hy 
John M. Ehle, Imperial of North Caro. 
lina. Loflin Harwood, Southwestern 
Life, commented on the experience hj 
company has had using a combinatio, 
premium notice check forwarded fr. 
ceipt. The use of a trade mark was ¢. 
scribed by John L. Briggs, Southland. 
it being the Southland’s owl and slogay 
“Be wise, be thrifty.” 

Martin B. Williams, executive dire. 
tor Life Insurers Conference, cop. 
mented on the social, political and eco. 
nomic forces that are being brought to [ 
bear upon life insurance. He referred | 
to it as a sort of cold war. He urged 
strongly that the agent be kept fully | 
informed. The agent, in many instances, |” 
is the company to the public, Mr. Wij. 7 
liams said, and should be equipped to | 
interpret life insurance and to place it 
in the average man’s social structure. 

At the business session reports were 
submitted by Secretary W. R. Goode, 
Provident L. & A.; Resolutions Chair. 
man Charles C. Fleming, Life of Vir. 
ginia, and Hal H. Marsh, chairman 
nominating committee, offered the new 
slate of officers. Morris Frank of the 
Houston Chronicle gave a_ humorous 
talk at the farewell luncheon. 


Agents Can't Sell 
Life Insurance in 
Occupied Germany 


WASHINGTON — The U. S. Euro- 
pean command has forbidden the sale 
of commercial life insurance or savings 
plans by agents to American personnel 
in occupied Germany and has amended 
the licenses of five companies operating 
there in the sale of automobile cover- 
age to bar their agents from selling life 
policies, although they can_ still con- 
tinue to sell automobile coverage. 

spokesman for the Army depart: 
ment at Washington released a report 
from the high command in Europe to 
the above effect. 

At the request of THE NATIONAL 
Unperwriterr, the department is inquit- 
ing of command headquarters at Frank- 
fort, Germany, as to the names of the 
five companies referred to. 

It was explained that European con- 
mand headquarters wanted to avoid the 
impression of endorsing some compa 
nies in preference to others by allowing 
direct solicitation and sale of commer 
cial life insurance by the few companies 
that are licensed to operate in the 
European command principally to write 
motor vehicle insurance. There 1s No 
attempt to prevent personnel wishing 
to purchase life coverage other than 
NSLI from contacting commercial 11- 
surance companies by mail. 


C. L. U. Exams June 7-9 — 

C. L. U. examinations will be given 
June 7-9 throughout the United States, 
Canada and in certain foreign lands. 
Several thousand will sit for one of 
more of the five examinations. 
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TO HELP YOU MAKE YOUR FUTURE 
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THE GOLDEN wane 
TO % 


OPPORTUNITY 


TO 
IMMEDIATE PROSPERITY 
AND 
FUTURE SECURITY 





YOUR FORTUNE! 


$10 DISABILITY 


What everyone wants! Offered on Pre- 
ferred Risk and Independence Guar- 
antor Policies. Gives you an edge on 
competition. 


DIRECT MAIL 


Extensive — field-tested —Direct Mail 
help. Leads developed and precondi- 
tioned. Salesmen label it the “GOLD- 
EN” Direct Mail Plan. 


NON-CONTRIBUTORY PENSION 


Up to $400 per month Lifetime Guar- 
antee of Renewal Income. Plus—Com- 
missions and Bonus on any insurance 
you write! 


ACCUMULATOR 


New! Most talked about plan in 
America today. Instant appeal to all 
prospects. Typical of other equally at- 
tractive “income-boosting” sales plans. 





ATTRACT STRONG MEN 
HOLD and REWARD YOUR BETTER MEN WITH 


7 Liberal 1st Year Commissions and 
e Production Bonus. 


a Vested Renewals and Non-Contrib- 
e uting Pension Plan. 


3 Substantial Rewards to Your Agents 
e for Helping You Build! 


MAKING YOUR FUTURE 
YOUR FORTUNE 


Write today for Details of the Agency Plan 
Inquiries held in strict confidence. 


The COLUMBUS MUTUAL 
LIFE INSURANCE COMPANY 
Columbus 16, Ohio 


CARL MITCHELTREE, Pres., BEN F. HADLEY, Supt. of Agencies 
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eae Travelers agent 
o rat you're consideri i 

| ye ering a pension plan, 

os Z oe aa at tur ae ahod Ou ) you will do well to consult with Souk 

Travelers agent or broker in the early 


planning stage. 
With The Travelers experience to guide 
you, you'll be sure to get the kind of plan 
that will best-suit your organization—and 
at the most favorable rate. 






The Travelers will be glad to discuss with 


brokers and agents all phases of Group Pen- 


sion plans. 


The Services of our Group Insurance special- 
ists will be very helpful to you in developing 


general retirement plans for your clients. 


THE TRAVELERS INSURANCE COMPANY 


HARTFORD, CONNECTICUT 





